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VACATION TIME 


Will your Wheel Goods be irresistible to the kiddies? 


“HE enterprising wheel goods mer- your store. Ask for our counter cards 
chant invariably “rounds out” his line and window display cards. Do some ad- 
at this time of the year. School is vertising. Write us, we will show yéu how 

letting out. Vacation time—playtime is to take full advantage of Vacation days! 
here! 


265 models in the Gendron 
Fill your windows with Gendron vehicles. Pioneer Line. Shall we send 
“Spot” them in conspicuous places all over’ the big colored catalog? 


THE GENDRON WHEEL COMPANY 
TOLEDO, OHIO 


/ * 


Pioneer Line” 
“Uehicles for Children 























(Purring Keamers Break Sail! 
(5 4cape Srom She Dungeon! 


Yes, sir, Burring Reamers are out of 
the dark drawers where they have €, | B 
usually been hidden and have broken 
forth into daylight, so customers can 


know that you carry them. H A N ly RE AM i RS 


This handsome metal display stand for 
carries eight popular sizes, is made of PIPE. laal METAL AND 
heavy metal, guaranteed not to tip GENERAL fEPAIR WORK 


over, and best of all, sel/s the goods. A | 





For a limited time we shall offer the 
eight reamers with the stand at an at- 
tractive price—less than the reamers 
would cost you if purchased sepa- 
rately. 


It may be necessary to withdraw this 
offer later, so we urge all customers 
who are handling Burring Reamers 
to order an assortment at once. Those 


who may not now be handling GTO 
, : Burring R Assort 
Burring Reamers should write us for vas 26R. ‘List Price $13.50. 


prices. 


GREENFIELD TAP and ele 
DIE CORPORATION 
Greenfield, Mass. 


Send me one No. 26-R @TD Reamer As- 


) sortment and bill as usual. 
Quote prices on your No. 26-R Assortment. | @R BEN Fa ELD TAP AN D> DIE. 











CORPORATION 


GREENFIELD. MASSG., U.S.A. 


New York—15 Warren St. Chicago—13 So. Clinton St. 


Detroit—224-226 W. Congress St. 
Canadian Plant—Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ontario 





Name 
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HEAT TREATM 




















RKABLE as are all the processes through which 
ys the steel passes before it becomes an Empire bolt, 
i th heat treatment is the most dramatic and perhaps 
’ the most important. This process, known as the Smith 
“heat-treating process, is based on a principle new to 
‘the steel industry, and is the secret of the high tensile 
strength of the Empire New Process Bolt. Every bolt 
unfailingly tests over 80,000 lbs., an increase of about 
15,000 to 20,000 Ibs. over the ordinary bolt. 


RUSSELL, BURDSALL & WARD 
©® BOLT & NUT COMPANY © 


PORT CHESTER.NY. 
Branch Office: Branch Office . Branch Serimple & Gillette Maydwell & Hartzell, Inc. 
Seraus Building Genesal Motors Bidg, Factory: 169 Jackson Street 158168 Eleventh Street 
| CHICAGO DETROIT ROCK FALLS, Mis. SEATTLE SAN 


ee oe 


Makers of Bolts,Nuts and Rivets Since 1845 


EMPIRE gsr 








Over 80,000 lbs. tensile strength 
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Drop Forged Steel 
Made in Sizes 
5-6-7-8-9 inch 














he Plier that Does the 
~toughest Jobs and~ 
stands the Hardest wear 


This Pexto No. 30, Star-Rivet, Box-Joint, Side-Cut- 
ting Plier represents a high grade line of Pliers. They 


<r, eee eee ee ee 
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hold firmly, operate easily, cut accurately and the cutters 
remain true. They offer great strength and lasting 








50 star if A qualities. | 
eEok Joint! 
The rectagonal opening at the back is convenient for | 
turning lag bolts. The raised cutters cut flush. The 
box joint gives perfect fit and alignment. Positive action 
and long wearing qualities for Mechanics or for house- 
hold use. 











THE PECK, STOW & WILCOX CO. 
SOUTHINGTON, CONN,., U. S. A. 





Get this attractive Display Card 
for your counter. 







-_ 


+. Sie Ses rh ds. 


AR di Se 3 


June 9, 1927 


MEN ARE LEARNING 
TO BE HANDY! 


Mechanical magazines are educat- 
ing men and boys to build things in 
their spare time. 

It is astonishing the number of 
people who are tinkering with tools 
—building book shelves, work 
benches, bird houses, etc. 








Disston Compass Saw 
for cutting holes or curves in 
wood 


All of this is making more tool 
customers. And especially it aids 
your sales of compass and coping 
saws. . 

For practically every job they do 
requires one or both of these handy 
saws. 

Stock and display Disston Com- 
pass and Coping Saws. Suggest 
their varied uses to customers. 





. 
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Disston Coping Saw 
for cutting in thin. stock along 
curved lines 


GET YOUR REQUEST 
IN EARLY 


Disston is offering to hardware 
dealers one of the most unusual 
window trims ever produced. 

We are having a big demand from 
dealers everywhere. 

If you would like to be one of 
the first to display it in your neigh- 
borhood, fill out and mail the cou- 
pon below. 
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Henry Disston & Son, Inc., 
Dept. 1, Philadelphia. 


Send me your new window trim 
when it has been completed. 
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SAWING HAS CHANGED. . . AND SAWS, TOO 


HERE’S YOUR OPPORTUNITY 


Disston Lightweight Saws Fill the Demand for a Saw for 
Modern Sawing 


In your neighborhood there are 
many saw users who have a full kit 
of wide-blade saws. They are not 
immediate prospects for additional 
saws of this type. 

But they will buy one of two 
Disston Lightweight Saws. Here is 
your opportunity to boost saw sales. 

Building methods have changed. 
There is no longer much heavy saw- 
ing to do. So Disston Lightweights 
appeal to the carpenter. 

They have less weight; less width 
to the blade. Yet Disston has re- 


Dotted line shows blade of a 
regular D-8. Compare it with 
the Lightweight D-8 shown. 
Less width to the blade. Less 
weight. That is what saw 
users want today. ea 





tained in these lighter saws the 
same high quality as the regular 
Disston Saw. 


Every saw user is a prospect. 
Display Lightweight Saws in your 
window and saw case. Ask car- 
penters to handle them. 

With Disston Lightweights and 
Disston regular patterns your saw 
stock is complete. 

Order from your jobber. You can 
get practically every Disston num- 
ber in a Lightweight model. 


ANAL EE EVEE VTA NIG 








LOOSE BRICK TROWEL 
HANDLES NOW ELIMINATED 


Disston has solved the problem of 
keeping handles tight on trowels 
with a new invention. 


The hardwood handle is locked on 
the spiral tang with a rotary motion 
that holds the handle by interlock- 
ing of wood and tang. 


Here is a feature you can talk 
about to bricklayers. It will help 
you sell. 


Show them the Disston No. 36. 
In addition to the “insured” handle, 
it has these features: 


New, wide heel made in approved 
shape. Blade of Disston-made Steel, 
hardened and tempered, and taper 
ground from heel to point to give 
desired flexibility. 


Blade and tang made from one 
solid piece of Disston Steel. 


Proper lift for easy work. 


Use these talking points to in- 
crease trowel sales. 







Exposed _ section 
of Disston Trowel 
showing how spiral 
tang locks tightly to 
the handle. 





RECENT 25-YEAR 
CLUB MEMBER HAS 
CONSISTENT RECORD 


“T first sold 
hardware and 
Disston saws 
in Windsor, Vt., 
for C. J. Weston. | 
In 1890, I came 
to Claremont. ‘™ 

“I have sold \ . 
Disston Saws \ 
and Trowels all 
of this time and 
have always 
found them very 
satisfactory.” 


James E. Ellis, 
Boynton & Ellis, 
Claremont, N. H. 


From L. F. Holloway, Pres., 
L. F. Holloway Hdwe. Co., Fre- 
mont, Nebr.: “I have been in busi- 
ness in Fremont since January, 1902, 
and have personally sold Disston 
Saws for 41 years.” 


One of the unique features of this 
store is their method of training 
clerks. Once a month they have 
an evening session. Sugges- 
tions for better- 
ing the store 
are considered. 
At the next 
meeting the pre- 
vious sugges- 
tions made are 
read, and a 
check is made to 
see how many 
have been car- 
ried out. 

Good work. 
Many dealers 
could profit by 
a similar course. 





James E. Ellis 





L. F. Holloway 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 
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Good wrenches ... - - 
..»+~Well displayed 
an unbeatable sales combination 


June 9, 1927 


ILLIAMS’ Superior Carbon Steel 
Wrenches are good wrenches. Re- 
peat orders from thousands of users 
prove that. And Williams Silent Sales- 
men that “Add to your Salesforce, but 
NOT to your Payroll,” sell them in a 
volume that pays real profits. 
If your tool department sales have 
shown a tendency to lag, here’s a com- 


bination that will put them in the front 
ranks. It has been done! 

The wrenches are finished in black 
enamel (baked on), case-hardened, open- 
ings accurately milled, sizes stamped 
and heads polished. The boards are free 
to dealers purchasing the wrenches they 
carry. 

Ask for literature. 


J. H. WILLIAMS & CO. 
“The Wrench People” 
New York BUFFALO Chicago 
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Built like a slot machine—releases one box at a time—holds all your 
Schrader Gauges and valve parts—takes up but six inches of counter 
space—that’s the new Schrader “Reddy Seller’! 

Send for this red metal display cabinet today. It’s FREE with the 
fast-selling assortment listed below. Sign and send the coupon NOW. 


This is the fast-moving assortment 


3 No. 4996-A Balloon Tire Gauges........ $ 3.39 

1 No. 1561 - Tire Gauge (for high 
pressure ¢Cires).......ccccees » 1.00 

1 No. 5186 Tire Gauge (for truck 
OP icndescdcunteseces 1.25 
150 No. 4000 Valve Imsides................. 5.93 


75 No. 880 Valve Caps (for straight valves) 3.00 
25 No. 935 Valve Caps (for bent valves)... 1.00 


Regular dealer’s price of contents purchased 
RIS bass és o'vk cv veces *$15.57 
Dealer’s price of the Schrader “‘Reddy Seller” 
packed with above assortment.......... *$15.00 


*Subject to 2% Cash Discount. This assortment retails at $22.60. 


A. SCHRADER’S SON, Inc., BROOKLYN 
Chicago Toronto London 
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RED TO ATTRACT ATTENTION . 
READY TO INCREASE YOUR SALES 
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The new Schrader 
“Reddy Seller’ is a 
constant booster for 
the popular Schrader 
roducts motorists 
now they need, but 
sometimes neglect to 
ask for. 

















A. Schrader’s Son, Inc., Brooklyn, New York 


Please have my Supply House send me the new $15.00 
assortment of fast-moving Schrader items, packed in the new 
Schrader “Reddy Seller” cabinet, which is to be included 
FREE. 
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—— by the keenest 


buying brains in the country 


In buying Tubular and Clinch Rivets these 
three points should be carefully considered: 


The metal form from which they are made. This 
is mighty important because of its direct bearing 
on the driving and setting qualities of the rivets. 


How are they made—that is, are the details of man- 
ufacture such as to ensure the best results? 


Who makes them? Tubular and Clinch Rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, that 
our prices are based on honest yalues. 


Lae @ ee ee 


TUBULAR RIVET & STUD 
coun roreete COMPANY 


J. L. MeDEVITT 


Postal Telegraph Building 
San Francisco, California B O ~ TON 
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| KELLY 


SCY THES 


Hand forged 
with CRUCIBLE steel cutting edge 
| welded between layers of mild steel. 
Made in all patterns. 





“Flint ee 





WIDE HEEL GRASS SCYTHE 


“Blood’s” 








WEED SCYTHE 


“Briar Edge” 


The new method scythe. 
Forged from one solid piece high carbon steel. 
Entire blade of tempered steel gives extra long service. 





TEMPERED SHARPENS HOLDS 
IN OIL EASILY | KEEN EDGE 
| “Briar Edge”’ 





BUSH SCYTHE 


GRASS HOOKS 


Hand forged, high grade steel. 
These hooks WILL cut grass. 
They are practical tools that anyone can use effectively. 





“HAND MADE” “BRIAR EDGE” “BLOOD’S IMPERIAL” 





























| Kelly Axe & Tool Co., Inc. . . . Charleston, W. Va., U. S. A. 




























































10 HARDWARE AGE 


66 ook « 


June 9, 1927 






AND PRODUCTS 
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PROPERTY PROTECTION JAYS 
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Your trade knows the Cyclone tional periodicals. The Cyclone 











© C.F.Co. 1927 





“Red Tag.” It’s the only sign 
your customers recognize when 
buying Fence. The “Red Tag” 
closes the sale on the spot. Sells 
Cyclone Fence without a long- 
winded argument. Saves your 
time, wins your customers’ good 
will; makes dollars for you! 


Cyclone “Red Tag” Lawn Fence 


Cyclone Lawn Fence fur- 
nished in 10 and 20 rod 
rolls. 

Popular heights, 36, 42, 
48 inches. If you do not 
have our catalog, write 
for copy. 








is nationally ad- 
vertised consist- 
ently year after 
year in the big na- 


“Red Tag” is a household word ; 


with every home owner in your 
trading area—every one a pros- 
pect for Cyclone Lawn Fence 
and Gates. 


Stock this profitable leader and 
be ready when your customers 
come in to buy. Sell the fence 
that millions know. Let the Cy- 
clone “Red Tag” build volume 
fence sales for you. Go after this 
profitable business now! Phone, 
wire or write your jobber today. 
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ROHL 


CYCLONE FENCE COMPANY 
Main Offices: Waukegan, Illinois 
Works and Offices: 


North Chicago, Ill., Cleveland, Ohio, 
Newark, N. J., Fort Worth, Texas. 


SP BOS oe, 


Pacific Coast Distributors: 
Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


Branch Offices in All Principal Cities. 


lone ::<¢:.7 


Reg. U. S. Pat. Off. 


Fence. Gates 


A high-grade rubbish 
consumer. Baked 
green enamel finish. 
The ‘‘Junior’’ Burner 
Basket. Low-priced 
to get the big vol- 
ume business. 
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TS Balance! 


that “Smacks the Ball 
out of the Lot” 


BALANCED bat makes the most of a Babe Ruth 
Swing. Weight in the right place puts the ball 
over the fence. 


Balance is important in hammers, too. 


A cheap. hammer doesn’t have balance. Weight out of 
place tires the arm muscles, requires more effort—a 
greater number of blows to drive a nail home. 


V 


Even the handle proportions of a Velchek hammer are 
the result of deep study of tool design. The well-tapered 
throat, the man’s size grip—the comfort, the effortless 
swing, the lively swing of the Velchek is not the result 
of guesswork. Years of specialization in the making of 
fine tools are responsible. 


Facts on Velchek 


All Velchek tools are made by the most advanced process 

This Board known, making possible the production of precision made 

SELLS TOOLS! tools in volume at low cost. A new era in tool merchan- 

Sicaiiel wily dising is starting. Fine tools no longer are exorbitantly 

citieninraille priced. Jobbers and dealers send the coupon for full 
Velchek $39 information regarding Velchek sales opportunities. 


Assortment. 
CThe VLCHEK TOOL COMPANY 
The World’s Largest Manufacturers 
of Automotive Hand Tools 
3000 East 87th Street + + Cleveland, Ohio 
Foreign Department: 53 Park Place, New York 






















Write to Velchek! 


THE VLCHEK 
TOOL COMPANY 
3000 E. 87th St., Cleveland, O. 
Tell me what the Velchek line offers 
me in profit. Send me a Velche 
hammer to test and compare. Bill 
hammer with privilege of return with 
full credit, if I am not satisfied. 


Name ee ee BT ee 
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Making measurements accurate to thou- 
sandths of an inch is everyday work for 
Brown & Sharpe tools in the hands of 
mechanics. 


Making profitable sales of Brown & 
Sharpe tools to these mechanics is an 
everyday experience with thousands of 
hardware dealers. 








BROWN & GHARPE 'TO 


“World’s Standard of Accuracy” 


We protect the retail dealer 


- 


—by adhering strictly to catalog. 


prices and terms; 


—by selling our precision tools 
through hardware and supply 


dealers. 


BROWN & SHARPE MFG. CO. 
PROVIDENCE, R. I., U. S. A. 
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Mechanics do every day 
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Kawne 


SOLID COPPER 


STORE FRONTS 


ARE DURABLE 
WOOD ROTS 


Consider the difference 


ADJUSTABLE SLIDE 
7 FOR VENTILATION 


r 
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KAWNEER COPPER 
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Photograph and diagram of a Kawneer hol- 
low metal sash. This sash provides drainage, 
ventilation and plate glass protection. Age 
and rough usage will not affect its strength 
and beauty. The heavy copper mouldings 
from which Kawneer sash and bars are built 
require no wood rein- _ 

forcement. ae 7 
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Back view of Kalamein showing rotted 
condition of wood filler after only a 
few years of service. 


Kalamein construction (wood strips covered 
with thin metal) is perishable, thus endanger- 
ing the safety of the glass. The thin, soft 
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metal is easily dented and marred. 











WHETHER YOU BUILD 
OR REMODEL 


make sure your store front is a 
complete and genuine Kawneer. 


The trained eye and experience of every mer- 
chant makes it easy for him to quickly determine 
merchandise values. He exercises extreme cau- 
tion in his purchases. 

The equipment of the store, which includes 
the store front, is an item which should receive 
equal attention when the merchant or owner 
makes his selection. A Kawneer Hollow Metal 
Store Front insures satisfaction and permanent 
value. 

The photographs at the left show facts that 
are of vital interest to you. You can procure 
permanent plate glass protection with all the 
advantages of modern window display with a 
Kawneer. y 





. 
Ry 
NILES, MICH. 4 
Fa 
Re 
Send for It Ra 
+ 
If you are interested in win- The 
dows that will actually pro- Pd Kawneer 
duce more sales, send for this P Company 


, 1517 N. Front,St. 
o Niles, Mich. 


Please send “How to 
¢ Display Merchandise to 


book. 
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14 HARDWARE AGE June 9, 1927 
Let the Retail Convention Number —July 7 
Carry Your Sales Message to the 20,000 
Readers of Hardware Age 


Every sales executive, conversant with customs and 
traditions of the retail hardware trade, knows how 4 
large the annual Retail Convention looms in the 
business activities of the industry. 


CNA aoe eee 





The activities, proceedings and forecasts of this 


convention are eagerly followed by every retailer ; 
and his sales staff as well as the jobbing trade. 
The first complete report of the 1927 Convention 
at Mackinac Island, Michigan—June 26-30—will | 
be published in the July 7 issue of HARDWARE : 
AGE. 
This issue offers manufacturers an exceptional op- 
portunity to address their distributors under most 


advantageous auspices. 


The time is short; the big Convention Issue goes 
to press on June 27. Speed your copy and cuts 
now! 


as Ss ee ee, ee 





HARDWARE AGE, 239 West 39th Street, New York City 


Charter Member Audit Bureau of Circulations 
Charter Member Associated Business Papers, Inc. 


4 June 9, 1927 












4 HARDWARE AGE 15 | 
‘ 
4 ; 
Fs ; 
e 
5 
ig Hl 
2 
a | 
e | 
it 
5 
£ i 
i | 
; i 
| 
; 





—they can bake in comfort | 





UNT SARAH’S OVEN is a twelve month 
seller, but in the summer time it has a 
sales appeal that makes it go faster than 

ever. . . . It permits baking, broiling, brown- 
ing and toasting of foods in comfort on the hot- 
test days. Over the single flame of any type 
gas, oil or gasoline stove your customers can 


prepare delicious roasts, cakes, pies 
and puddings without lighting the 
big oven. And besides the rare con- 


venience and comfort, it also cuts 
down fuel bills enough to pay its 
cost in a short time. 








No wonder this new selling sensation is ap- 
proaching its 200th thousand. More than 75% 
of the dealers who stock it reorder. Testi- 
monials from cooking experts and authorities 
praise AUNT SARAH’S OVEN as a real 
boon to the home. Stock it for summer trade 
and see how fast they go. 


Ask your jobber or write direct. 


RETAIL We will send an AUNT SARAH'S 


OVEN for inspection. After five 


P RI C E days you can either return oven or 


allow it to apply to your initial 
order. 


eee 


JACKES-EVANS MANUFACTURING CO., 1942 North Main Street, St. Louis, U. S. A. 





Aunt Sarah's OVEN 
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AMERICAN 
SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





“ae 





Largest Stock 
Greatest Assortment 


in 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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Dont take TIME OUT 


to hunt for screws! 


Why bother hunting through an assorted 
lot of screws when selling a barrel bolt? 
Your loss of time and money is consider- 
able. Stanley Barrel Bolts are now 
packed with screws. Your customer 
picks the bolt he wants and a complete 
set of screws comes with it! 





Selling points of the Stanley Sc1078 Barrel Bolts 


1. High quality of materials and workmanship through- 
out. 

2. Japanned finish with plain steel bolt and brass- 
plated knob. 

3. Packed one dozen in a box. Each bolt wrapped 
separately with the correct number and size of 
screws. 

4. Furnished with Universal strike plates under No. 
$c1078 %. 


THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 











Stanley Barrel Bolts 
No. Sc1078 


STAN LEY Each bolt complete with screws 
SW, 


STANLEY HARDWARE 


MADE OF STANLEY STEEL 


























OU’D rather sell a good level—and make a 
longer profit. Here’s how to do it. 


Take an ordinary carpenters’ level of the same 
length from your own stock. Lay it side by side 
with this Goodell-Pratt Level. 


Then place a piece of cardboard under one end 
of both levels—and watch the difference in the 
movement of the bubbles in the vials. Cut down 
on the thickness of the cardboard and you will 
find a point where the Goodell-Pratt Level still 
shows a noticeable movement—the other none at 
all. You won’t have to do much selling after this 


demonstration. 


The difference is in the vial 


Goodell-Pratt vials are drawn to the true arc of a 
circle of long radius, which makes them far truer 
and much more sensitive than the “bent” vials 
with which ordinary levels are equipped. This 
same desirable sensitiveness is also found in 

the two plumb vials with which No. 4524 
is equipped. 


GOODELL-PRATT COMPANY 
GREENFIELD, MASS. 


HARDWARE AGE 


To make a 
First-Class profit 
on a First-Class level 


peo FAP PE SE TES 
do this yight before your customer’s eyes 


GOODELL PRATT 


1500 GOOD TOOLS 



















Goodell- Pratt make a complete line of fine tools for 
carpenters, machinists, and professional and amateur 
mechanics. No finer tools are made than those that 
bear the name of Goodell-Pratt. 


Write for 400-page free Catalog. See our cur- 
rent advertising in Popular Mechanics, Popular 
Science, Carpenter, Auto Trade Journal, Motor 
Service, American Machinist and Machinery. 


y ( 5 2 
size 24x 2x inch. Weighs 
only 2 pounds. 


rist $§.30 
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Achievement 


page iene the supreme in quality is 
an attainment. 


When the method by which the su- 
preme quality is attained makes it cost no 
more to buy,—and actually less to use, 
—the result is a very real achievement. 


Public recognition of this achievement 
by Mansfield is seen in the enormous 
growth in the use of Mansfield Tires by 
motor car owners everywhere. 


This is especially apparent in the in- 
creased buying of the larger sizes of 
Mansfield Tires for use on the larger, finer . 
types of cars,—and on Trucks and Buses. 


_Everywhere this buying is more than | 
double what it was a year ago,ten times 
what it was only three years ago. } 


The higher Mansfield standard of 
quality is made possible by the lower cost 
of wholesale distribution. 

THE MANSFIELD TIRE & RUBBER CO. 


MANSFIELD, OHIO 


Ballyen Cords Truck Cords Heavy Duty Cords 
Regular Cords Fabric Tires 
































Pee 


The great Hardware Wholesalers of 
the country Mave in a senseyombined to 
give this exceptional tire the widest, most. , 
thorough, most economical wholesale 
distribution- cveranjoyed by any tire. — 




















= pT ~ 


The Cost of Distribution is Lower — The Standard of Quality is Higher 


MANSFIELL 


Built—=Not to Undersell, but=—to Overserve 
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Parkcycles 
Automobiles 
Velocipedes 
Coaster Wagons 
Express Wagons | 
Scooters : 
Pedal Bikes : 


Hand Cars 
Tricycles 
Doll Cabs 














“Known 


Around the World”’ 












Leadership— 
demonstrated by 
largest factories 
and largest sales 
is held by The 
American Line 


Jobbers Anywhere 
Can Supply You 





Write for new 1927 catalog illus- 
trating and describing the line 


The American National Co. 


Four Factories 


TOLEDO, OHIO 


ERE CT Oe NS em Re Be hc eee 


SEE OUR PERMANENT YEAR-ROUND DISPLAYS : 
AT THE FOLLOWING ADDRESSES: F 
SAN FRANCISCO 
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NEW YORK, N. Y. 
Louis Wolf & Co. 


} 
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Pacific Sales Co. 
718 Mission St. 


BOSTON 
<a 1. Harvey 
Merrimac Street 
BALTIMORE 


Frank W 
737 W. St. 


TOLEDO 
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HEYRE the four types of Meisselbach 
Reels—trout, bait-casting, level wind and 
surf. They can’t be beat as fast sellers 
and money makers, because they offer 
the biggest and best value for the fisher- 
man’s dollar—and fishermen know it. 



























In every one of the four types there are many © 
different sizes and models—thirteen in all, from 

$7 to $36. Every one of the most modern design, 
made of the finest materials money can buy, and 
built with the precision and care of a fine watch. 
Ample line capacity, just the right weight, silent, 
and smooth-running as silk without the 
slightest vibration. 


Meisselbach Reels are advertised in all leading 
sportsmen’s papers and they are the only reels 
advertised the year ‘round. 


Sell them? You couldn’t help it. And every 
Meisselbach sold means an enthusiastic customer 
9 who'll appreciate the fishing joy you've given him. 
e Send for samples and prices, and our plan to help you sell. 
OTHE A.F. MEISSELBACH MFG. COMPANY 
Elyria, Ohio 





ae ee eS 











Eastern Representative: Wm. H. Fox, 200 Fifth Ave., New York, N.Y. Southern Representative: Louis Williams & Co., Nashville, Tenn. 
Western Representative: Fred Goetz, 1077 Lincoln Ave., Milwaukee, Wis. Far Western Representative: Phil. B. Bekeart Co., 717 Market St.,San Francisco,Cal. 
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Joseph's father wanted to give his son a coat that 
would show the boy’s qualities to advantage. He 
gave him one of many colors. 


We give Falls City Tackle Boxes many coats of 


ANS one color and they sell because it’s just naturally 
mW fishing color—Olive Drab! 




















Send for a Sample 


Stratton and Terstegge Company 


| . ~ 
\ N . ’ Gas — See Sts 
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~ 
Bells and Bell Toys __» SNAPPY LEADER 

For dren's Health Bx. (°°? | Tint #100 Scogeero 

HARDWARE, SADDLERY big. business, at i ae... *-4 3 

and TOY TRADE $2.00 or Less , 


l fit. 
Also for the manufacturers of oo oe 


Electrical Bells, Telephones, All steel, resilient 
Clocks, Recorders, Registers, lie . “ thd “> 
Typewriters, etc., etc. Special a sniailiemien! 


sizes made to order. able, noiseless. 











Sam pl d new illus- 
: The N. N. HILL BRASS Co. ened flier on 
2 East Hampton, Conn. er RIDE-A-WAY 
= ETALCRAFT CORP., 4215-23 Clayton Ave. ST. LOUIS 
————— 























IVER JOHNSON Wide Awake Dealers 


EVERYDAY SELLERS | |Everywhere Are 
BICYCLES Making Big 


VELOCIPEDES 


JUNIORCYCLES P ROF ITS 


REVOLVERS 
SHOT GUNS On 


Send for Catalogue and Frices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Masse. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 


In Steeland Wood 
Used OUTDOORS for 
Camping and Touring, on 
Lawn or Porch. INDOORS in 
Living Rooms, Sun Rooms, Bed 
Rooms. Order From Your Jobber. 


Gold Medal Camp Furniture Mfg. Co. 


1706 Packard Avenue Racine, Wisconsin 





















Power without Powder 


Crosman 
Pneumatic .22 


The most outstanding development in the small bore field in years. 
Ask your jobber’s salesman or write us for full details. 


CROSMAN ARMS CO., Inc. 423 St. Paul St., Rochester, N. Y. 


70 West King St., Toronto, Ont., Canada 
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ROM coast to coast, the new 

Burke Golfrite Graduated Irons: 
have swept like wildfire. Never 
has any idea in golf clubs caught 
on so fast—never have we been so 
pressed for deliveries. Easy to 
understand why, however, for 
these irons have a relationship in 
weight and lie and balance grad- 
uated according to the shot re- 
quired. Since they insure lower 
scoring, these clubs have sold 
faster than any previous grouping 
of irons. 
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Write today for new 
Burke catalog and sell- 
ing plans to help you 
develop real golf equip- 
ment profits. 





THE BURKE GOLF CO. 
h 


z 
SUCCESs FF > 
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: Retailing in sets of eight ($52) 
or singly (at $6.50), these 
: & * e Burke Golfrite Graduated Irons 
: permit an unusual profit, par- 


AX. XX XX. >> 


turnover. 
Turner, Day & Woolworth Handle Co. ¥/ 


INCORPORATED 








GRasteeeonS 


Burke Makes 
A Club for Every Purse and Every Purpose 


LOUISVILLE, KENTUCKY 
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Warm Weather 
Brings More Than 


OWeTS — 


It also brings the housewife’s pet abom- 
ination—the housefly. Women now real- 
ize that screens and fly swatters are not 
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No. 5—All Metal “Ajax”’ 


sufficient to control the pest. They know Receiver 
that as long as the old-fashioned garbage Dapee, ee iS eS. ae 


. ° . . 0 . ‘itv 15 il ; 
can exists, it will attract flies to the house. SS a 


These women are waiting for someone 
to offer them a solution to the problems 
of garbage disposal. 


You can do it. Show your customers the 
Sexton Underground Garbage Receiver. 
Show them how it works—a touch of the 
foot opens it. Explain that it seals in 
all odors; that cats and dogs cannot 
strew the contents on the ground. They 

















No. 40 


Outer body 16” dia., 19%” high. will appreciate all these points, because 
Inner pail 12%” dia., 18%” high. : 
(Approximate capacity 10 gallons.) every woman has experienced such an- 


novances. Then mention that the all 
metal Ajax Receiver is guaranteed to 
give this service for ten years. 


These convincing facts are putting Sex- 
ton Underground Garbage receivers in 
use everywhere. They will make busi- 
ness for you. 


Write for our proposition. 


Special Notice 


Greatly increased production 


| 
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has materially decreased costs. 





‘ ee 
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No. 60 








Sen w low prices. : 
d for new low price Outer body 20%” dia., 24” high. 
Inner pail 17” dia., 22” high. ; 

(Approximate capacity 20 gallons.) 








SEXTON CAN CO. 


31 Cross Street Everett Station Boston, Mass. 
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colors on heavy sheet ed Va | = 
steel, mahogany grain ims, — —_— 


finished. Attractive 
and decorative. 

Size 12" by 24" at base. 
Weight packed 28 Ib. 
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This Display Fixture Identifies 
| Authorized Dover Dealers 


COMPLETE Silent Salesman that gently. A complete sales and service 
concentrates your electric ap- unit, advertised nationally as the 
pliances where every customer must sign of an authorized Dover dealer, 
see them. Compels even the most loaned to dealers who can qualify 
inexperienced person to sell intelli- for our profit-making sales franchise. 


It is good business to concentrate 
on the Dover “No-Burn-Out” line 


Dover products are made by the largest exclusive manufacturer of electric irons. 
Backed by the knowledge gained in 35 years of pioneering experience. Nationally 
advertised, too, in Ladies’ Home Journal and Saturday Evening Post. This means 
a demand already created for you to cash in on. Dover’s rigidly’ maintained 
merchandising policy guarantees you a full profit on every sale. 





An Insurance Policy 
guaranteeing the 
Vea Heating Ele- 
ment for life is 
packed with 
each Dover 
‘No-burn- 
out” ap- 
pliance. 





ARR ee one 













- A reproduction of the 

_ Dover 2 page ce mager de done 

ment in the Saturday EveningPost 

which features the buge Dover e c sign on 
Broadway, New York City. 


DOVER MANUFACTURING COMPANY of DOVER, OHIO 
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Good Pipe Threads Make Tight Joints 













Pipe Threads cut with GENUINE 
ARMSTRONG DIES make up 
easier and tighter than the otdinary 
kind. Over 60 years’ experience and 
successful manufacture stand hack 
of their design and quality. 


There is a nearby dealer who 


can supply you with Genuine 


ARM STRONG 


OF BRIDGEPORT, CONN. | 


\ PIPE TOOLS 


One of the Armstrong Consumer Ads 




















SELLS Them 
as Well as TELLS Them 


While the purpose of every Armstrong 
advertisement is to send mechanics to a 
nearby dealer, it is not the only objec- 
tive. 


In telling mechanics how pipe threads 
cut with GENUINE ARMSTRONG 
Dies, make up easier and tighter than the 
ordinary kind, we also impress upon 
them that over sixty years of experience 
and successful manufacturing stand back 
of their design and quality. 


We aim to SELL the mechanic in the same ad- 
vertisement, at the same time that we TELL him 
about the features which make GENUINE 
ARMSTRONG Pipe Tools superior to others. 


Dealers who derive the most benefit from our 
advertising are the ones who keep stocked. 
Please order from your Jobber instead of send- 
ing to us, 


= gasses one mater - 


Our Only Addresses 
Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 


ARM iS TRONG’ 


STOCKS, DIES ER.GAS 4° STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 
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oors that sil ently 
function on GRIFFIN 
HINGES are an added 
source of comfort and 
satisfaction in any home 
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NNSYLVANIA 
Ofices_, 


CHICAGO, 555 W. Randolph St. 
BOSTON, 124 Pearl St. 
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One heater sold to a customer is worth two on your 
floor—but you can sell several Radionas quicker than 
an ordinary heater. 

Unattractive, messy, old style heaters have a way of 
staying in the store—but you can’t keep Radionas in 
stock long. Appearance so much improved and heat- 
ing power so much greater than other heaters, the 
Radiona is the modern equipment for 
all homes. 

It brings the advantages of the warm 
air furnace with its circulation of air 
right into the heart of the home—the 
living rooms—where its trim, furniture- 
like finish make it as fitting as the 
radio or phonograph. 

You get your profit out of only the 
heaters you sell. Those that don’t tie 
up profits. The Riverside Radiona 
Franchise gives you a selling line that 
insures profitable business. 


You Can Meet Mail Order Prices 
With Aerona No. 1-4, an attractive 
and efficient Radiona type to satisfy 
the class to whom mail order price 
appeals. 
Write for attractive dealer proposi- 
tion. 


Rock Island Stove 


Company 
Rock Island, IIl. 
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The Mechanic’s Choice 


The No. 32 has always been a 
popular torch for mechanics’ use 
because it is fitted with the most 
powerful burner, quick acting 
pump, strongly reinforced brass 
tank, which makes it the most 
efficient tool ever produced. It 
saves time and fuel and will out- 
last two ordinary torches. Jobbers 
supply our line at factory prices. 


Clayton & Lambert Mfg. Co. 


o. 32 Torch 
6275 Beaubien St., DETROIT, MICH. 


No. 
Ask for Latest Price 


O 





Osborne High Grade Punches 


Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


Tools. 
The above tools will please your customers, as well as our 


famous Round and Oval ches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














CONSTRUCTION 


the new SNELL Construction Bit 


Shiffer- SONGE?r - lougher 


Write today for illus- 
trated folder and 
price list on this fast 
selling item. 


Snell Manufacturing Company, Fiskdale, Mass. 


Sales Representatives: 
John H. Graham & Co., 113 Chambers St., New York City 





GIANTGRIP BIT BRACE 
Matches the Very Best in Quality 


Here is a tool you can compare 
with the very best there is, no 
matter what the price. Regard- 
less of how much more you pay 
you can’t get a bit brace that will 
give you more satisfactory or 
longer service. Fully 
guaranteed. 10” sweep. 


List Price, $4.50 
Write for catalog and discount. 


Choice territories open 
for live distributors 





Unitep Harpware & Toot Corp.< 
74 Reade St. NEW 











Wire Products 


for every need 


Nails of all kinds, Staples, 

ria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 


a fi oo ant 
General Offices: 


BETHLEHEM 











Banks Removable Steel Clothes Posts 
for Wash Day 


Costs less than wooden posts and 
lasts: as long as the house. Price 
within the reach of everybody. 


Made of the highest grade carbon 
steel obtainable. The “Ace of 
Clubs Top,” our trade mark, iden- 
tifies. 

If your Jobber can’t supply you, write for 
re. and folder describing Banks (PAT- 


D) Green Enameled Clothes Posts, 
Pulley Poles and Flag Poles. 


Banks Steel Post Company 


128 Wakeman Ave. (North) Newark, N. J. 











Shoe Knives 
Sloyd Knives 
Paper-Hangers’ 
Knives 

Oyster Knives 
Rubber Knives 
Kitchen Knives 
Pruning Knives 


Pattern Makers’ 
Knives and 


Handles 


MURPHY’S KNIVES 


Using only the best crucible steel and expert craftemanshi 
the leadership of Murphy quality for over seventy-seven ye Dp has maintained 


ROBERT MURPHY’S SONS CO. Ayer, TOR, 
Established 1850 Send for Catalogue 


SHAR LD 








DE LADDERS 



























































A pee TADDEDS 








pt lA METHODS 


provide adequate storage facilities for 

shell a, make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate and 
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HLL OVER. THE WORLD 


HARDWARE BUYERS CATALOG 


is found 


helping Hardware Buyers get in touch with American Manufacturers of 
Hardware and Kindred Products. 


Nearly 400 of our wide awake manufacturers have made it their live wire 
Ambassador in the Court of International Business. 


Is it effectively presenting catalog information of 
your products to buyers All Over The World too? 


HARDWARE BUYERS CATALOG 


239 West 39th Street, New York 





HARDWARE 


The Saw Test 


—proves that the locking belts cannot 
be sawed. Made in 
mortise, 


} ; f 
3 
ae 


Me 
mr LOCK 


It is ETL ser Le bur- 
glar-proof — it makes 
security doubly sure— 
it sells without effort. 


Francis Keil & Son, Inc. 


401-425 E. 163rd St. 
New York 


1876 
A Half Century of Progress 
1926 


* KELL" 


INCREASE YOUR 
CASH SALES 








It costs nothing and you are under no 
obligation to ask for and receive our 
suggestions on how to increase cash sales. 


MAIL COUPON TODAY 
W. C. HELLER & CO. 


700 Bryant St., Montpelier, O. 
20 Vesey St., New York City. 
Please tell us how to increase our number of cash sales. 


Our store is feet wide, feet long. 


AGE 








GRANITE STATE 
LAWN MOWERS 


BALL BEARING or 
PLAIN BEARING 


FREE RUNNING——RAPID SELLING 


Sell your customers GRANITE STATE 
Lawn Mowers with the certainty that there 
will be no dissatisfaction. Granite State 
Lawn Mowers are built with high grade 
TOOL STEEL, rotating and stationary 
knives that hold their keenness under hard 
usage. There is just the right leverage be- 
tween the wheels and the rotating knives to 
make this mower one of the easiest running, 
cleanest cutting mowers ®n the market 
a. 

your customers satisfied—sell them GRANITE 
STATE LAWN MOWERS. Write for a catalog. 


Granite State Mowing Machine Co. 


HINSDALE, N. H., U. S. A. 
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FOR 64 YEARS A NAME REPRESENTING 


Quality and 
Service 


ow 


Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


Gw9 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 
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out a sound 


T is the slam! bang! slam! of screen 
doors that sells Rose Checks for 
you! Women’s nerves simply fray out 
with the constant crash of screen doors 
—and it takes but a suggestion and 
demonstration to sell anyone on the 
idea of Rose Screen Door Checks and 
quick silent closing. Just a quick 
movement and the door is closed with- 
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This Demonstrator 


I'll Say! 


we 





for You! 


A Miniature, hinged 
door, with a _ Rose 
Check as _ illustrated. 
Just pull it back and 
let go! It tells the 
whole story! Closes 
quickly but silently! 
Once a customer sees 
it work the sale is 
made. You get this 
demonstrator free with 
an order for only a 
dozen checks. 
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Ask Your Jobber! 


The Rose Screen Door Check retails at only 
two dollars and gives you a fine profit. The low 
price makes it a quick seller—and you usually 
sell two or more, one for each screen door. Like 
all Rose products it is sturdily built and gives 
long wear. Attractively finished in gold lacquer. 
Ask your jobber salesman to show you the won- 
derful Counter Demonstrator and tell you about 
the Rose Screen Door Check profit. If by chance 
your jobber doesn’t have them, write us for 
details. 


FRANK ROSE MFG. CO. 
Hastings, Neb. 
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AUCTION 





AUCTION 


By order of the Liquidator we will, starting WEDNESDAY, JUNE 15th and con- 
tinuing THURSDAY, JUNE 16th, 1927, at 10:30 A. M., each day, sell at public 
auction the following assets belonging to HODGE AND HOMER CO., in liquida- 
tion, located at 549-551, WEST MADISON ST., CHICAGO, ILLS., inventory 


value in excess of $150,000.00. 


Consisting of 


50,000 Cleveland, Carpenter, Keystone, Standard, 
Greenfield high speed and carbon drills, reamers, 
taps, dies, cutters, sockets, holders, etc. 


10,000 doz. Files, up to 18-inch, in Nicholson, Stand- 
ard, Frankfort, Kearney, Foote and Delta. 


1500 doz. Goodwelt, Pratt, Spartan and Victor 
Hack Saw Blades. 


Immense stock of Turning Tools, stock and die 
sets, vises, wrenches, pipe cutters and tongs, clamps, 
lathe dogs, calipers, gauges, micrometer gauges, 
rules, levelers, precision tools, drills, braces, planes, 
shaves, mitre and saw sets, scrapers, draw knives, 
steel rules and tapes, wood augers and bits, bits and 
countersinks, chisels, screw drivers, chisels, handles, 
pliers, hammers, hatchets, mallets, saws, soldering 
coppers, bits, rivet sets, cope chisels, shears, cement 
working tools, torches, oil cans, gates, etc. 


The above is all fine standard goods from the firms 
of Red Devil, Goodwelt, Pratt, Spartan, Victor, 
Trimo, Pexto, Millers Falls, Stanley, Pilot, Daraike, 
Irwin, Jennings, Union, Perfection, Brown & 
Sharpe; in fact, all the most famous brands known. 
A large stock of painters’, and patternmakers’ sup- 
plies. 


Builders’ and Shelf Hardware 


5000 latch, knob, vestibule front door, store door, 
garage, bath room and cylinder sets from Barrows, 
Reading, Yale, Penn, Corbin, Schlage and Graham. 
100,000 Stanley, McKinney, Soss butts and hinges. 
50,000 Barrows, Grand, Schlage, Pexto, Corbin, 
L. N. C., Shelby, Yale and Reading builders’ hard- 
ware in knobs, plates, locks, springs, sockets, fasten- 
ers, catches and hundreds of other items. 


An immense lot of latches, sash cord, sash weights, 
screw hooks, eyes, pulleys, shelf brackets, casters, 
chain, etc. 


Heavy Hardware 


$25,000 worth of Lake Erie, National and Economy 
brands of standard screw, nuts, studs, bolts, etc. 


An immense stock of Allens, Standard, Ackerman 
& Johnson, Climax, American, Bach & Sebco, West- 
ern Electric, Prince, Economy set screws, expan- 
sion bolts and shields, oil cups, grease cups, oilers, 
round, oval and machine screws, carriage bolts, 
copper and brass rivets, brass washers, pins, nails, 
washers, brads, staples, upholstering and billpost- 
ers’ tacks, etc. 


Cutlery, Etc. 


A very fine stock of Van Clerf and Hernisch steel 
shears, stag, pearl and rosewood pocket and hunt- 
ing knives, Wilson and Cattaraugus knives, cleavers 
and steels, Planert’s skating shoes with skates, etc. 
Lawn mowers, garbage cans, netting, screening, 
fencing and a large seleetion of electrical supplies 
and miscellaneous items. 


We will also offer for sale the Good Will of 
this nationally known company established in 
1867, including right to use name, list of 
customers, catalogs, electros, in fact, every- 
thing pertaining to the continuation of this 
very valuable business. 


Descriptive circulars obtainable at offices of under- 
signed auctioneers. Inspection commencing Mon- 
day, June 13. 


The above will be sold in lots to the highest bidder 
for cash. A deposit of 25% will be required from 
each purchaser. Positively no checks accepted un- 
less certified. 


FRED E. HUMMEL, Liquidator 


Samuel L. Winternitz and Co.: and Michael Tauber and Co.: 
AUCTIONEERS 


First National Bank Bldg., Chicago 





317 So. Market St., Chicago 









































PE ED A LR. PD TOK ‘ 








Fe June 9, 1927 HARDWARE AGE 33 








The Working Partner of the Mechanic 
and the Business Partner of the Dealer 


The mechanic who knows the “Coes” will never be without it. 
The dealer who has experienced the speedy turnover of the “Coes” 
will always stock it. 

Introduce Coes Wrenches to your trade. Your customers are 
appreciative of fine tools—they’ll buy the Coes and remember you 
when they need another one. Your Jobber will supply you. 


COES WRENCH COMPANY 





NP “In business since 1841”’ 
Our’ fyarawa'e Worcester Mass. 
Elee Buyels 
in | @talo eee, & 253 Broadway, New York 
| Selling Agents John H. Graham & Co ........113 Chambers Street, New York 
Fenwick Freres..... . it ee oe: 8 Rue de Rocroy, Paris, France 











£32ESling Unloader 


ee _ 2 


‘I.HE Farmer is interested in 
equipment that will cut his 
time and labor costs. Encourage 
the use of large capacity unloading 
equipment this year and provide 
another means to this end. 








The old way and the new are 
vastly different. A load of hay or 
grain into the mow in two or three 
drafts instead of five or six speeds 
up harvest operations and shows a 
saving that quickly pays for the 
equipment. 














There are any number of farmers 
in most communities getting along 
from year to year with limited 
unloading facilities who are live 
prospects for Myers Sure Lock 
Sling Unloaders right now: 








Size, strength, speed, capacity, ) 

what a difference they make in a | . TRIP CAR 

day’s work. It’s time to sell the , | Toany } 

; idea. 5 ELEVATION 
| OF LOAD 





& Write or Wire 
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_ || me F.E.MYERS & BRO.o. 


‘ “| ASHLAND PUMP AND 
. HAY TOOL WORKS if ; FOR STEEL OR 
AS 7s LAND, _ RY ~ WOODTRACK 
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Best and 
Best-Selling 


The mention of Timken Tapered Roller Bearings tells prospects, 
right in the salesroom, what they are going to get at home— 
permanently economical, trouble-free operation. 


It is not merely that Timken friction elimination and endurance 
do actually improve household appliances, but that the public 
eagerly accepts that fact. Timken advertising and universal Timken 
success in motor cars and all types of industrial machinery are at 
work for the dealer in Timken-equipped household utilities. 


Sales are more easily made. Service requirements are less. Volume 
of business, net profit, and reputation are increased. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


belt eh 


Tapered 
ROLLER BEARINGS ( 


yy 


Ay 






















Voss Floto-Plane Washers, man- 
ufactured at Davenport, Iowa, 
by Voss Bros. Manufacturing 
Co., are Timken - equipped 






































HARDWARE AGE ) June 9, 1927 





A demonstration of the popularity of 


ATKINS SILVER STEEL SAWS— 


A store full of customers 
Can You Afford to Overlook This Evidence? 











What makes 
Success in 
Selling 
Hardware ?2 


Here is what a successful dealer says: 


STEEL & TORRANCE COMPANY 
of BATAVIA, NEW YORK 


‘Always maintain a reputation for handling goods of 
quality. Well-known and accepted brands of merchan- 
dise. We learned that lesson long ago, and we shun , 
‘specials’ and merchandise on which the manufacturers Va 
name fails to appear. For instance, if we sell an Atkins iD 
saw (and this store has sold them for 25 years) we know 
that back of that saw and back of us is an organization 
able and willing to make good if anything unforeseen 
occurs, and that thought lends assurance and enthusiasm 
A great deal of _ the 


” 
to our Sales talks. building's beauty ts due 
to the happy frame o’ 


Send for the mind o’ the carpenter 
who uses an ATKINS 
Atkins Re-Sale Plan ool 


et ~ 
. 








E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 


Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


Atlanta Minneapolis Portland 
Chicago Paris, France New Orleans Vancouver, B. C. San Francisco 
Memphis New York Seattle 
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rwyeetoc picks up business 
whenever it is shown. Its 
application is so simple; 
its Operation so interesting; its 
security so certain—that every- 
body seems to have a dozen 
uses for it right away. 


When the key is turned and 
the door locked the outside 
knob merely spins. Its security 
is so simple and complete that 
it is almost irritating. 


When the door is unlocked 
both knobs operate the latch in 
regular fashion. The application 


McKINNEY MANUFACTURING COMPANY 


Pittsburgh, Pennsylvania 


Offices: 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 
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Simply insert in place of old knobs and spindle 


Sverybody can use the 


NOB*LOC 


 1T’S A KNOB AND | 
NIGHT LATCH 
ALL IN ONE 


for 
ENTRANCE DOORS 
GARAGE DOORS 
APARTMENT DOORS 
WARDROBE DOORS 
SCREEN DOORS 
BEDROOM DOORS 
OFFICE DOORS 

and 





OUT BUILDINGS OF 


is a three-minute job. No tools 
required. Just remove the old 
knobs and spindle and insert 
the new Nos-Loc — and the 
job is done. 


Contains a cylinder lock. 
Fits any door. Sold with two 
keys. Finished in dull brass. 
Lists at $2.50. 


Order an adequate supply im- 
mediately. Obtainable through 
your regular source of supply. 





EVERY NATURE 





\ 





McKinney Manufacturing Company, 
Pittsburgh, Pennsylvania 


Please send me complete information 
about Nos-Loc. 


Name 
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By Llew S. Soule 














Lost, Strayed or Turned Away 


VERY retail store loses a certain num- 

ber of customers each year. If you 

have any doubts on this score, make a 

list of the customers on your books five years 

ago, then compare it with a list of those who 

are trading regularly with you today. The 
differences may surprise you. 


When you have figured out the number of 
customers lost during that five year period, 
find out how many of them are still within 
the bounds of your own trade territory. They 
are the ones in whom you should have the 
greatest interest. 


A part of your lost customers represent 
what might be termed natural losses. Some 
have moved to other districts; others have 
been claimed by death. Such losses are be- 
yond your control. 


However, you will probably find that the 
great majority of your lost customers are still 
located in your trade territory. They have 
merely changed their sources of supply in 
that territory. There are distinct reasons 
back of those changes—reasons in which you 
are personally interested. 


A recent investigation of the retail field, 
shows that only about five per cent of the 
average merchant’s lost customers have ac- 
tually died or moved from the community. 


Nine per cent have been tempted to trans- 
fer their patronage because of price induce- 
ments. 


The other 86 per cent of customer loss is 
made up of people who have real or fancied 
grievances against the store, or who have 
been influenced by friends or relatives having 
such grievances. 


A large retail store had a representative 
call personally on 200.former customers to 
ascertain why they had discontinued their 


accounts. Here are the reasons: 
Indifference of sales people............ 23 
Out of goods and attempt to substitute.. 40 
SG SS Cae eee a 18 


Objectionable methods .................. 12 
Slow deliveries 
Over insistence of sales people........ 
Insolence of sales people........ ‘co maaan 2 


eoeeeoew#eeee#eeneeeneene eeneeeenee 


Unnecessary delays in service.......... 15 
Tactless business policies.............. 06 
Bad arrangement of store.............. 17 
Ignorance of sales people........ ..... 19 
LT A ST aE Pere Wee 08 
Pr I IIR. go occ ccc ceacce. 01 
REE IE Ee a ea PS EO 200 


Study that list carefully. 


Note that 40 out of the 200 lost customers 
attributed their change in buying habits to 
the fact that the store in question was out 
of merchandise or attempted to substitute 
goods other than those wanted. Note that 19 
of the 200 quit trading at their former source 
of supply because the sales people were ignor- 
ant of the merchandise and its uses, while 
17 complained of poor store arrangement. 


Only 18 said that prices were too high, and 
there was but one kick on the quality of the 
goods sold. 


Leaving out entirely the question of price, 
182 lost customers are shown to have been 
lost through reasons subject to control by the 
management of that business. 


Perhaps after all, price is not such an im- 
portant factor in merchandising as we have 
been led to believe. 
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Each Year Brings More All-Year Toy 
and Vehicle Departments 
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Get the children accustomed to coming to your store and they 


will be customers of tomorrow. 


ber of hardware merchants es- 
tablish all year toy depart- 
ments and in every instance that has 
come to our attention we find the ven- 
ture more than successful. Each year 
during the state convention seasons 
the importance of adding new lines 
brings a general discussion in which 
toys play an increasingly’ important 
part. This year’s conventions were 
no exceptions, as in practically all 
question box sessions there were sev- 
eral prominent members present to 
urge others to consider a toy line. 
Toys are obviously in demand all 
through the year. Children must play 
at all seasons. From a gift standpoint 
toys have the biggest sale at Christ- 
mas and Easter, but remember that 
there is always a birthday to be re- 
membered, and for young kiddies 
playthings are first in preference. 
During the summer months sand 
or beach toys are in particular de- 
mand. Juvenile vehicles have an all 
year sale with added popularity in 
the warmer weather when outdoor 
playing is permitted. 
The well rounded department 
should include dolls, games, juvenile 


| |, ber year an increasing num- 





Toys and vehicles will help. 


The layout above shows how a large toy department displays its stock 


books, juvenile furniture, rubber 
balls, trinkets, the miscellaneous iron 
toys, wheel goods, bell toys, mechan- 
ical toys, construction sets, blocks, 








The toy department of the Geo. W. Krause Hardware Co., Lebanon, Pa. 











ring toss and other games of skill, 
and, of course, miniature railway 
sets. The youngster who receives an 
electric train outfit at Christmas time 
will want extra cars, signals, extra 
track, stations, switches, etc., at Eas- 
ter, on his birthday and at other times 
when gifts are promised. Toys and 
dolls should be featured at least once 
a month during the entire year. 
Juvenile vehicles should be dis- 
played in such a way that youngsters 
can get aboard, try them and then sell 
their parents. Dealers often tell us 
that it is easy to get a child interested 
in autos, scooters and such but almost 
impossible to disinterest them long 
enough to get away from the display 
without the parents’ promise to buy. 
Vehicles certainly do sell them- 
selves. Coaster wagon and scooter 
races have become quite popular 
throughout the country. Sometimes 
they are conducted co-operatively by 
a group of hardware merchants 
helped by the local newspaper. This 
method appears to be very efficient, 
as it assures adequate publicity to 
stimulate entrants and subsequent 
buying attention toward vehicles. 
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Every effective 
means of bringing 
children, and inci- 
dentally their par- 
ents, into the store 
is to send out ad- 
vertising matter de- 
signed to interest 
them in particular. 
Electrotypes of toys 
and vehicles may 
very often be ob- 
tainable from the 
manufacturer with 
which to illustrate 
t he advertising. 
When a youngster 
sees a picture of a 
scooter, a sail boat 
or some other play- 
thing that he or she 
has been longing 
tor, the urge to own 
it becomes so strong 
that the parent gets 
very little peace 
until the child is 
taken to the hard- 
ware store to have 
his wishes gratified. 
These visits of the 
parents to the store, 
of course, have the 





Vehicles, playground equipment, etc., is well displayed in this toy department 
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Realistic outing 
scenes may be de- 
picted in your win- 
dows. Any number 
of toys may be 
shown in these dis- 
plays. If it is a 
beach party where 
children’s toys are 
in evidence, it is a 
good plan to in- 
clude an item or 
two from the sport- 
ing goods depart- 
ment, such as a 
medicine ball, a 
couple of adult’s 
bathing suits, or 
some other item 
intended to arrest 
the attention and 
hold the interest of 
the parent. These 
are closely related, 
for are not the 
sporting goods 
items the play- 
things of the 
grown - ups? _In 
this way you appeal 
to the play spirit 
of parent and child 
at one and the same 
time, thereby in- 


usual result of further sales of regu- sary in this type of advertising, as creasing many times the possibility of 
lar merchandise. This advertising to pictures will do the work much as it a satisfactory sale. 


children is sadly neglected in many really does in the case of advertising 
instances. It is very obvious that to the grown-ups. 


little or no copy writing will be neces- quoted. 


Yes, toys and vehicles are a profit- 
Prices should be able line for the hardware man to 
handle. 





Conditions in Florida 


FEW days ago Mr. Norvell received a letter from 

the Joseph Bumby Hardware Co., Orlando, 

Fla., with which was a short analysis of condi- 

tions in that State written by the head of a large Florida 
supply house—a man well posted on his subject. 

Concerning the inclosure, the Joseph Bumby Hard- 

ware Co. said: “The contents so clearly express condi- 


tions in Florida, in a brief way, that we are prompted to 


pass it on to you with the hope that it may be of service.” 
Believing that the report referred to will be of interest 
to many of our readers, we reprint it as follows: 


FACTS WORTH KNOWING 


“A great many people in the State, including some of 
our customers, are so thoroughly imbued with the idea 
that Florida as a whole is undergoing the worst period in 
its history, in so far as business is concerned, we feel that 
it is only fair to those who have any such feeling that we 
should pass along some real optimism, which is based 
not only upon statistics but by actual records. 

“The State Chamber of Commerce reports from actual 
records that car load shipments moving out of the State 
of Florida, beginning with Sept. 1, 1926, up to 
and including March, 1927, only seven months, reveals 
a gain of 123.84 per cent in vegetables, pineapples and 
strawberries, over doubling the shipments for the same 


period last year. They further state that the shipments 
of citrus fruits have been 19.4 per cent greater than for 
the same time last year. 

“These figures show conclusively that a tremendous 
amount more money has come into the State of Florida 
for this class of farm products than perhaps ever before 
for the same period. It is true that some sections of the 
State have suffered in various ways, but as a whole the 
State is going strong. 

“In addition to the foregoing the Postal Telegraph 
Company have made a careful survey of Florida and re- 
port that their business increased during the month ot 
February, 1927, over two hundred per cent over the 
figures of February, 1924. 

“With above facts before us, which is merely an index 
of what we may expect in the future, there is certainly 
no room for any man in business in the State of Florida 
to be pessimistic at this time. Those whose business 
shows a falling off may have to cut expenses to the lowest 
point possible and perhaps push harder than ever before 
for a little while longer, but if they will stick, making 
every edge cut, in a few months the skies will clear and 
business will get back to normal and they will forget 
the struggle they are now going through, and wonder 
why they ever allowed themselves to have any doubts 
about Florida’s present or future.” 
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Not Much About Anything 


By Saunders Norvell 


ELL, well the stenographer who wrote me the 
anonymous letter which I recently reproduced 
has taken my dare and sent me her real name, 
with the understanding, of course, that I would not pub- 
lish it. As I promised to send her a copy of ““The Story 
of Philosophy,” I have not only made good on my 
promise, but I have had the volume autographed by Dr. 
Will Durant himself. Now, I will bet a big, red apple 
that she is the only living person in her city who has an 
autographed copy of “The Story of Philosophy.” 
* >K *K 
It may interest you to know that it took Dr. Durant 
eleven years to gather the matter for this book and 
three years of steady work to write it. Some one has 
said that hard writing makes easy reading. The trouble 
with all of us in these modern times is that so many 
things are done for us; we accept so much in life, that 
we have almost lost the appreciation of the enormous 
labor that stands back of many of the things which go to 
make our lives worth living. 
ree 
[ read too much. Only a small part of what I read, 
I must admit, is worth the time and trouble. Now and 
then, however, I read something hurriedly, throw it 
away and then wish I had the article back so I could 
read it again. The other day the Cleveland Advertis- 
ing Club sent me their organ called “The Torch.” In 
this publication was an article by a man named “Powers,” 
called: “Old Man Specific.” This is one of the best 
articles I have read in many a long day. It was not only 
full of valuable hints to any writer—especially advertis- 
ing writers—but it was written in a most unusual and 
attractive form. I recommend all aspiring young writers, 
and especially all ad writers, to drop a line to the Cleve- 
land Advertising Club and ask for this copy of “The 
Torch.” Incidentally, I am writing for a duplicate copy 
for myself because this is dictated from memory. 
Ze te 


The point that Powers stresses in this article is that 
in this modern day, people are interested in specific 
statements. They are tired of glittering generalities. If 
you write that you start out for a walk, the public want 
to know just where you are going, why you are going 
and with whom you are going! Powers gives a number 
of illustrations from literature where the text is 
strengthened by specific statements. 

For instance, O. Henry starts one of his stories some- 
thing like this: “Mary Jane slipped out of the back door 
at ten o’clock at night, went to the corner drug store 
and ate a strawberry sundae.” No, this is not 
exactly the quotation, but it conveys the idea. How 
much stronger is that beginning for a story than the fol- 
lowing: “The hired girl, along in the evening, went 
out for a walk!” 

Shakespeare never forgot “Old Man Specific.” He 
described exactly how his characters were dressed, what 
they ate, how they slept and exactly what they had to 
Say. 

ee“ 

The other night, I attended a most interesting dinner. 
There were several distinguished persons present. One 
man talked like a machine gun. What he had to say 


‘early youth. 


and how he said it made one gasp. He evidently was 
not afraid of expressing himself. When he stopped 
for breath, an author who happened to be present cried 
out—“My goodness! (Only he didn’t say ‘goodness!’ ) 
It’s a shame to have that talk wasted. I wish we had an 
expert stenographer or a dictaphone here. You talk just 
the way the public want an author to write these days. 
The public are sick and tired of all this fancy writing. 
They want to read just what people say the way they 
say it. That is why, when there is a verbatim report of 
a trial, everybody reads all the questions and all the 
answers. They are getting ‘the real thing’—real life. 
If there are a few grammatical errors in the replies and 
these errors are printed, so much the better. It makes 


it all more real.” 
eS = 


The other night I took down a copy of Sir Walter 
Scott’s writings and attempted to read a few chapters 
from “The Fair Maid of Perth.” I just couldn’t do it. 
I wondered how I managed to read Sir Walter in my 
It takes him too long to tell the story— 
too much rattling of dishes for the amount of food we 
get. We are living in a telegraphic age, but just the 
same, some of the reporters on our newspapers are not 
yet aware of that fact. Some of the reporting in our 
daily papers is enough to drive one to drink. Here is 
a sample of the beginning of a report of the story of a 
truck running down a child in the Bronx: 


“A Mack Truck, license No. N. Y. 41144, owned by 
The New York Trucking Corporation, driven by Peter 
O’Grady, forty-six years old, who lives in a small apart- 
ment on the fourth floor af No. 402 Plum Street, with 
a wife and four children, two boys and two girls, the 
youngest being a girl one year old, at four-thirty yester- 
day afternoon, near the corner of Southern Boulevard 
and 180th Street, skidded and ran oyer Jacob Rosen- 
blum, four years old, who lived in an apartment at 
No. 1874 Southern Boulevard with his parents, Isaac and 
Sarah Rosenblum, and his three brothers, Isidore, Alois 
and Nathan, and his two sisters, Ruth and Rebecca. 
Jacob’s father is the proprietor of a delicatessen store 
at the same address. Patrolman Patrick Connors and 
private detective Jim Smith, in plain clothes, arrested 
Peter O’Grady and took him to the 175th Street Station, 
where Captain O’Keefe ordered O’Grady locked up in 
a cell upon a technical charge of homicide. The acci- 
dent was witnessed by Harry Brown of, etc., etc., etc.” 


This kind of reporting is Old Man Specific gone 
wild. The New York papers are full of it. They are so 
fond of using names and addresses that one becomes 
completely mired in them. Your mind is befuddled and 
you have not sufficient mental strength left to gather the 
real point of the story! New York papers please copy 
—no flowers! 

i 

When you visit a home, you can draw pretty accurate 
conclusions about the family by glancing at the table 
and noting the magazines and papers they take. One 
of my neighbors hasn’t a single magazine of any kind in 
his sitting room. However, several daily papers are 
always scattered around. This neighbor does not read 
magazines. Nevertheless, he reads every sheet of his 
daily paper. He cares very little about history and is 
not especially interested in the problems of the future. 
He is a good golf player and tells me that the main 
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thing at his age and condition of life is to preserve his 
health. Being an investor and something of a specula- 
tor, he is interested in the prices of stocks and bonds. 
He has a marvelously accurate memory for prices. He 
knows absolutely everything that is worth knowing about 
our village—all about real estate sales and prices, every 
death, every birth, every newcomer, everybody who 
leaves the town and why they leave, who gets married 
and all about their wedding presents, the latest divorces 
and the reason why and the correspondence that led to 
corespondents! 
x * * 

He even knows the names of the policemen and tells, 
in an interesting manner, how one policeman was sus- 
pected of bootlegging. He was removed from the force 
and then he thanked the village president for his fair- 
ness and courtesy, saying that he had cleaned up one 
hundred thousand dollars in business while he was an 
officer. Now, on holidays, when the police and fire de- 
partments parade in our town, this former officer appears, 
wearing a silk hat, a cut-away coat and carrying a stick. 
On Decoration Day, when somebody saw him, he recited 
the beautiful lines—‘‘Place a lily in my hand and lay 
me out in white for I have got mine!” 

“s.. 2 


This neighbor knows all the carpenters, painters and 
contractors in the town. He is posted on the price of 
labor. He can tell you the painter who uses the cheap 
grade of oil and imitation white lead. He knows every 
time you have your house painted and how many coats 


you use, also whether there happens to be a shingle off 


your roof next to the chimney. 
* * x 

I have high respect for the contemporaneous knowledge 
of this friend of mine. His accumulation of informa- 
tion is entirely different from mine. He retires at ten 
o'clock while I sit up a large part of the night reading 
about the Greek philosophers. He even comments upon 
the fact that he sees my electric light burning when I 
really should be sleeping. However, this neighbor is up 
with the dawn, walking around his lovely home that he 
keeps in spotless condition. I do not have to try to 
remember any information about the village. If I 
wish to know anything, I just ask him. He knows, for 
instance, all the straight charities and all the charitable 
grafters. He can give you facts backing up his opinions. 
My attitude toward this neighbor is like that of a friend 
of mine toward general knowledge. This friend would 
say—‘‘What is the use of my knowing all about every- 
thing when all I have to do is to refer to the Encyclopedia 
Britannica ?” 

ee 

On my table there are entirely too many magazines. 
There is The Literary Digest. I have read this magazine 
for years. It is composed mostly of extracts from the 
daily press. It is interesting and, at the same time, tire- 
some, to note how the same idea can be written about by 
various editors. It seems to me that The Literary Digest, 
if carefully studied, would be one of the best text-books 
of modern journalism. However, I often lay The Literary 
Digest aside and read some other magazine because the 
print is too fine. 

* * ‘ 

For a long time, I always grabbed The World’s Work 
first, but recently I have been cooling off on this publica- 
tion—just a little too much puffing of successful men; 
too many statistics. One might as well enjoy an evening 
after a hard day’s work reading the last report of The 
Federal Reserve Bank. In fact, I am quite sure that of 
late, The Federal Reserve Bank reports would be more 
interesting than The World’s Work. 
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But I have two strong favorites. When these two 
magazines arrive at the end of the month, I always pick 
them up, anticipating unalloyed pleasure for an hour or 
two. The first of these favorites is Asia, splendidly 
printed, large type, splendid illustrations and articles so 
well written that it is not an intellectual strain to read 
them. In Asia, you not only gather information, but you 
enjoy yourself at the same time. 

* x * « 

The other magazine is The National Geographic Maga- 
sine. The Geographic should be on every library table. 
It is mainly a collection of beautifully taken pictures. 
Frequently these pictures are printed in colors. The 
June, 1927, issue, which has just been received, as a 
sample of artistic color printing, is one of the best things 
I have ever seen. The Geographic has very little reading 
matter but contains a wealth of illustrations. Sometimes, 
when they devote most of an issue to pictures of roosters 
and hens, my interest wanes,.but, of course, in this coun- 
try, judging by the number of eggs we eat, there must be 
a large number of our citizens interested in chickens! We 
extend our congratulations to John Oliver LaGorce, the 
associate editor of the Geographic. 

* * * 

Then there is The Atlantic Monthly. The last few 
months, I have been giying an evening a month to this 
Boston publication. They have many interesting articles, 
but so far I have not been able to exactly figure out the 
“politics” of the Atlantic or their editorial policy! One 
thing I do like about the Atlantic is that they have nothing 
whatever to say about themselves. They do not tell you 
on every other page how good they are, or publish letters 
of approbation from their readers! The extreme mod- 
estv of the Atlantic is a bond between them, Lindbergh 
and ourselves! 

x * * 

Recently, I have been studying China. The first thing 
to do when you become interested in a country is to get 
the map of that country fixed in your mind. China 1s 
actually divided into three layers, or tiers. In the south- 
ern, and lowest layer, are Hongkong and Canton. In the 
middle layer is Shanghai. In the top layer is Pekin. In 
the United States, all the great rivers and great mountain 
ranges run from the north to the south. This divides our 
country mainly into eastern and western sections. In 
China, everything is just reversed. The mountain ranges 
and the rivers travel from west to east. Asa result, there 
are several dialects of the Chinese language, and, as a 
matter of fact, several kinds of Chinese, these differences 
being, in general, like the tiers or layers mentioned above. 
In other words, the various Chinese were separated by 
mountain ranges and consequently a population grew up 
in each river basin, not only with a different language, but 
with different racial characteristics. In our country, in 
general, we have the same idea, only turned edgewise. 
We have the self-satisfied eastern citizen, the great organ- 
izers of the Middle West and then, that superior being 
who comes from the Pacific Coast! These three north 
and south divisions of our citizens are divided by moun- 
tain ranges. 

x * # 

Of course, I might refer to the fact that several years 
ago, I first called attention to the activities of the Bolshe- 
vists in Russia. I hesitate to do this, however, because one 
of my correspondents writes me, whenever I happen to 
“strike it right,” to please not refer to it again! Still, this 
paragraph is not to say “I-told-you-so,” even if you do 
find most of your daily papers nowadays full of accounts 
of the activities of the Reds. England has just thrown 
them out. France is also telling them they are not wel- 

(Continued on page 85) 
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A clever and effective window display of baseball supplies by J. R. Sower of Frankfort, Ky. 


Sower Takes a Keen Interest in Athletics 


Here is a realistic display of fishing supplies by I. N. Woodcox, 
Piqua, Ohio. The attraction here was stimulated by a bit of 
“magic” which gave the illusion of water coming out of a tap 
that was suspended from a wire. Description on next page. 


R. SOWER, of Frankfort, Ky., has always been 
J . isncrested in athletics. His neighbors say that is 

his middle name, and it has proved to be a real busi- 
ness asset. Mr. Sower entered business in Frankfort 
with his father and brother-in-law in 1896. His father 
used to admonish him then, saying that if he would give 
as much attention to business as he did to athletics he 
would be a big success. Far from being a deterrent to 
his success, his athletic interests have played a consider- 
able part in making it. 

In July, 1920, Mr. Sowef purchased the interests of the 
other members of the firm. Since that time he has con- 
tinued his interest in athletics of all kinds, encouraging 
these activities in every way possible and carrying a com- 
plete sporting goods line at all times. 

Mr. Sower specializes in one high grade line that he 
has found to be very satisfactory. He feels that it makes 
a mighty good impression on customers to be able to 
replace any article that the customer brings back because 
of defect. 

Fall business is prepared for just as soon as spring 
arrives and with the coming of fall preparations are 
begun for spring business. Public demonstrations per- 
taining to athletics are cooperated with by attendance at 
the games and the giving away of advertising novelties. 
Noise makers are favored in this connection as are novel- 
ties bearing the slogan “Boost The Home Team.” 

Reports of games all over the country are received by 
radio, by telegraph or by phone and posted in the store 
window. This has proved to be good advertising for the 
Sower store. More than one hundred football results 
have been posted in the window at one time, and these 
before the newspaper had them off the press. Local 
people have remarked that “you can get more information 
by going down to Sower’s hardware store and looking 
over the results than by buying the newspaper.” World’s 
Series games are posted on large beaver board bulletins 
measuring 4 x 22 ft., giving the batteries, scores, hits and 
errors by innings. 

These activities, together with advertising in the foot- 
ball, baseball and basketball programs, and fresh window 
displays two or three times weekly, have built up a lot of 
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local enthusiasm and 
a profitable sporting 
goods business for 
the store of J. R. 
Sower. 

I. M. Woodcox, 
Piqua, Ohio, used 
the very well execut- 
ed and interesting 
window display pic- 
tured on the opposite 
page.  Passersby 
were stopped by the 
illusion of water 
coming from a tap 
that was suspended 
in the air from a 
wire attached to the 
ceiling. It was ac- 
complished in this 
manner. A “pond” 
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his family but that 
lunch kit will catch 
his attention and 
hold it long after he 
has gone on his way, 
if he does not pur- 
chase it on the spot. 
At the same time it 1s 
a mistake to overdo 
this idea by using a 
lot of different items. 

The Gray Hard- 
ware Co., Coshocton, 
Ohio, used the well 
arranged window 
pictured here. It 1s 
one which embraces 
practically all of the 
major sports without 
being cluttered up 
and that is something 


of water was ar- Display of bathing suits by the Kelley-Duluth Hardware Co., Duluth, Minn. to consider quite an 


ranged on the floor 

of the window and the water supply brought from 
underneath it, a glass tube was erected in the center, 
on top of the water pipe of course, just touching the 
tube a faucet was suspended from the wire and the water 
forced up through the glass tube and allowed to run over 
and down the sides of it, thereby giving the appearance 
of water coming from the suspended faucet. People, as 
usual fascinated by an illusion of this kind, fell to specu- 
lating as to how it was done and this caused them to 
talk about the Woodcox store for some time, many step- 
ping inside to buy fishing tackle. 

Kelley-Duluth Co. of Duluth, Minn., display a window 
full of bathing suits and take occasion to introduce a 
very handy lunch kit as well as folding chairs and inci- 
dental beach items. This idea of putting an article 
just a little different from the usual thing in the window 
as the Kelley-Duluth people have done is a good one. The 
spectator may be well supplied with bathing suits for 





achievement. The 
display is at once artistic, pleasing, and resultful. 

There is no other department of your store that lends 
itself more readily to the possibilities of advertising than 
the sporting goods department. Every day the news- 
papers carry fresh sporting news with almost every item 
bristling with an opportunity for a sales appeal. Only 
a few minutes before this is written crowds were stand- 
ing about a New York restaurant window gazing admir- 
ingly at a pastry model of the “Spirit of St. Louis,” 
Lindbergh’s airplane. This is only an instance of how 
events in the news, and particularly the sporting news, 
may be capitalized. Your hardware store stock con- 
tains many very suitable articles out of which such a 
model could be fashioned. 

Try watching the news for happenings in the sport 
field out of which display material may be gleaned. You 
will be surprised at the amount of favorable comment 
you will arouse. 








Window display embracing the major sporting goods lines by the Gray Hardware Co., Coshocton, Ohio. 
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How to Be an Unsuccessful Salesman 
for a Hardware Jobber 


John Finnegan, Himself a Success in This Field, Offers Sure 
Road for Those Who Seek Absolute Failure as Hardware 
Jobbers’ Salesmen 


UCCESS has come to John Finnegan 

because he earned it. As a salesman 

tor Masback Hardware Co., New 
York Citv he has given thought to his job, 
realized his obligations to the house, and 
above all to his customers. He could very 
easily prepare a paper on the methods he 
has used in his successful selling career, but 
being so intensely human he has jotted down 
some ot the many things he didn’t do and 
wouldn't do. They're pretty good. Read 
them over and think them over. Though 
written in a jesting way they really offer a 
serious consideration of selling factors. 
Here they are: 

Lack enthusiasm. 

secome imbued with the idea that the 
“gang inside” at the house are a bunch of 
dubs. 

Refuse to cooperate. Never answer cor- 
respondence. 

Do a lot of kicking when you go into your house. Kick 
about prices—service, lines—anything—but always kick. 

Never use diplomacy or tact. 

Retuse to admit to a customer the other fellow’s line 
may be just as good as yours. 

Never merchandise with your customer. Have no 
ideas how to put new lines over. Never push new goods. 
Always neglect to bring a sample of the line he wants to 
look at. 

Discourage, by all means, customers coming into your 
house. Never introduce your executives. 

Never offer advertising material and sales helps. 

Never talk about your efficient inside organization— 
your buying power, your exclusive connections. 

Never mention your large stocks. 

Always muff the opportunity to drive home a point 
when your house (accidentally) delivers an order 
promptly and correctly. 

Always misrepresent goods. 
prices. 

“Pan” your competitor. 

“Hog” your customer’s business. 

Cry when you find he’s buying his stove bolts from 
your competitor. 

Never have time to visit a bit or tell a funny ( ?) story. 
By no means ever buy him a cigar. 

Never give him an idea that might better his store 
arrangement—window display, etc. 

Never give the clerks a tumble. They might be buyers 
some day but you should worry. 

Always quit on time. 

Never work evenings or Saturdays. 

Never, by any chance, go behind your customer’s 
counter, when he’s busy and help him wait on his trade. 

Never have time to help him check his prices or make 
up a builder’s hardware bid. 

To be interested in his family, or his motor boat or his 





Be sure to misquote 





John Finnegan 
Salesman with Masback 


Hdwe. Co. 


new baby would be a calamity—avoid such 
things. 

If he’s a church man talk booze and prize 
fights. If he’s a gay dog talk church. If 
he’s a dry be a wet and vice versa. Always 
vice versa. 

Never mind his kicks for adjustments, 
sooner or later he’ll get sore on you and your 
house—what do you care? 

When he leaves an order up to you as to 
quantity—send him plenty. Load him up. 
He'll never let you do it again. 

Tell each one of your customers what a 
hell of a merchant his neighbor is. Then 
he'll know you talk about him in the same 
way. 

Pad his orders once in a while. Send him 
goods he didn’t order. 

If you haven’t what he wants—substitute. 

Never call regularly. 

Use the “hello—good-bye” system of selling. Duck in 
—grab the want book stuff—duck out. 

Borrow money from him. 

Use his telephone frequently. Never pay for it. 

Shave once a week. 

Linen should not be changed till the collar and cuffs 
are well soiled. 

Only successful salesmen shine their shoes. 

Avoid the use of Blisterine—it might cure your hali- 
tosis. 

Whisk brooms must be shunned if you wish to re- 
main an unsuccessful salesman. 

Manicuring the nails privately is a habit that only suc- 
cessful salesmen acquire. 

If you've called on a customer for a year and can’t sell 
him—quit. 

Make a lot of noise when you arrive at a customer’s 
store. Swear frequently. Tell the clerks what dumbbells 
they are to work in such a dump. Create dissension. 
Date the bookkeeper. 

When a customer orders strap hinges always send him 
tee hinges. If he orders a grindstone send him a wheel- 
barrow. 

Never bother with collection sheets. Why need you 
worry about the credit end of your business? 

Refuse to talk turnover—profit and loss—quality goods 
—advertised lines. These are poor words in the vocabu- 
lary of an unsuccessful salesman. Talk instead, “gyp” 
yoods, fire sales, bankruptcies and poor houses. 

Always prophesy a bad business year. 

Advise against improvement of stores. 
buying fixtures and store fronts. 

Spread the gospel of missing discounts. Forget that 
bunk about 12 x 2=24 per cent. Adam told that to Eve. 

‘Never smile. Folks might think you were successful. 

Stay out late nights. Burn the candle at both ends. 


Discourage 
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Black Bottom—play poker—drink synthetic gin but never 
go to bed early and never work in the A. M. 

When the bookkeeping department returns a check— 
carry it around in your pocket a few weeks until you are 
sure the customer is good and sore. 

Bring back plenty of goods. Keep the returned goods 
department working. 

Keep plenty of samples home under your bed. 

Never read sales letters—a lot of applesauce. 

Never take notes at sales meetings. 

Refuse to listen to what manufacturers’ representa- 
tives have to say. 

Ignore the buyers of vour firm. They might help you. 

Never ask for information on a new line. You might 
know too much about it. 

Avoid the trade papers. They are too educational. 
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Always sell plenty of goods in hotel lobbies. 

Broadcast confidential credit information. 

If you have a summer bungalow be sure it is in the 
center of your territory so that all your customers hear 
about the pajama parties. 3 

Be persistent in asking a customer what price your 
competitor is quoting on this_and that. 

Ridicule the man who advertises in his local newspaper. 

Give vague answers to questions on your merchandise. 

Refuse to believe in yourself, your house and your 
executives. 

It after following the foregoing instructions you are 
still able to call on a few customers and they still persist 
in buying from you—talk religion or politics. If these 
fail—punch them on the jaw. 


An Appreciation of H. H. Beers 


By Charles H. Ireland 


IME with its pendulum of days ticks off its swing, 

one by one, and to the casual observer it seems slow 
in its movements, but to those whose stay is limited by its 
continuance it seems to fly with rapid haste. Yea, even 
when the clock of time registers 86 years on its face it 
still seems altogether too short! But, when we contem- 
plate the events which transpire within that cycle of time 
we can but be impressed that in the departure of our 
friend and comrade, H. H. Beers, there could have been 
few idle moments. 

Born amidst the peaceful hills of old Virginia he seems 
to have imbibed the genial nature and the cheery sunshine 
of his native heath. How strange that one so gifted for 
kindliness and goodfellowship should have been thrust, 
on the very threshold of his young manhood, into the con- 
flict of a ruthless, cruel and bloody war, but being a loyal 
son of his mother state he endured the hardships and 
struggle during four years of service. When at Ap- 
pomattox he surrendered his arms he also buried the 
feelings of resentment, which were the products of civil 
strife. Immediately after the surrender of General Lee, 
possessing the consciousness of good will to all men, he 
gathered up his whole resources, which consisted of a 
sun-shiny disposition, a kindly voice and a winsome smile, 
and invested amongst those who had been his former 
enemies, but now and henceforth his brother Americans 
and the despondent and sad days of ’61-'64 were swal- 
lowed up in the optimism of an unswerving confidence 
in the future triumph of his re-united country. 

One wonders, sometimes, over the Providence that 
shapes men’s destinies and it was not mere accident that 
dear old Henry had his future guided into the open door 
of opportunity as a representative of a wholesale hard- 
ware house and that his territory should have been. his 
beloved South, for whom he had expended four years 
of his unselfish devotion. The records of Henry Beers’ 
travels, if they could have been recorded, would be a 
minute book of the history and progress of the hardware 
trade in the southern states. From anvils to pocket tut- 
lery, from cow chains to silverware, everywhere and in 
all houses, the doors of all establishments turned their 
hinges instantly, when his cheery voice was heard on the 
outside, “You boys get busy with your memorandums 
while I go in and see the buyer as to how many he 
wants.” 

So a generation passed and another came on, to be suc- 
ceeded by the third, and still this genial gentleman and 
friend of all men continued to make his rounds. 


When the Southern Hardware Jobbers’ Association 
was formed every member of it knew and loved him, and 
when as the appropriate association the Old Guard was 
formed it was to Henry Beers that his fellow traveling 
men turned as their first president. For thirty odd vears 
he had been among us the faithful Sergeant-at-Arms of 
the Southern Hardware Jobbers’ Association. He was 
present at every meeting until age and feebleness touched 
his frame and bade him exchange his traveling grip for 
an easy chair; since which time he has mostly watched 
and counted the pendulum as it has ticked out his days. 
It was but fitting that the windows of his home should 
open toward the south, where his heart wandered still in 
its yearnings for those who had ever been his friends, and 
as the eyes grew dim, by reason of age, memory renewed 
its youth and the mention of a name of any southern 
hardware jobber set in motion recollections of past events 
which came in the end to be lullabies for his tired body. 

So as the sunshine of a glorious day was being wrapped 
in the lengthening shadows of a rosy twilight, in the city 
of his choice, in the state for whom he had given so much, 
he heard the call to pack his grip for a long, long trip and 
to go forth into new realms and scenes where many whom 
he knew in his younger days will welcome him into the 
circle of unbroken friendship and love. (God rest thy 
soul in peace, my friend. 

A good name is far better than riches and the ability to 
make friends is a jewel, whose value has never been told. 





A Gentleman 


The true gentleman is the man whose conduct pro- 
ceeds from goodwill and an acute sense of propriety, 
and whose self-control is equal to all emergencies; who 
does not make the poor man conscious of his poverty, 
the obscure man of his obscurity or any man of his 
inferiority or deformity; who is himself humbled if 
necessity compels him to humble another; who does not 
flatter wealth, cringe before power or boast of his own 
possessions or achievements; who speaks with frank- 
ness, but always with sincerity and sympathy and whose 
deed follows his word; who thinks of the rights and 
feelings of others rather than his own; who appears well 
in any company and who is at home when he seems 
to be abroad—a man with whom honor is sacred.— 


Selected. 
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INESS 


By Floyd W. Parsons 


ANY industries now pursue practices that are 
M destructive to health. Eventually those who fol- 

low this road will find themselves at odds with 
public opinion and will be forced to reform their ways. 
No factor affecting the course of business exerts such 
power and is so hard to oppose as the common desire on 
the part of the average citizen to preserve his physical 
well-being. 

A growing appreciation of the necessity for moisten- 
ing as well as heating indoor air in the cold months may 
likely force us to go back to warm-air heating in our 
homes and working places. It is difficult to condition 
air properly at a reasonable cost in any other way. Like- 
wise the illuminants of the next generation will be se- 
lected largely for hygienic reasons, and whether this 1s 
cold light produced by the electrically excited vapors of 
neon and nitrogen, or rays from a filament lamp in a 
special glass bulb which allows a desirable mixture of 
ultra-violet rays to pass through, the ultimate outcome 
will be a radical change in methods. 

Man is an outdoor animal, entirely subject to the laws 
of nature, and is at present over-clothed and overfed. 
He has given more attention to improving cows, hogs, 
hens, wheat and corn than his own species. With each 
passing year, the changing demands of life make it more 
difficult for us to move out into the sun and fresh air. 
Modern medicine and surgery alone are not sufficient to 
bring about our survival in this new and increasingly 
complex environment. 

Since it is impossible for us to go to nature, science 
recognizes that nature must be brought to us. We work 
behind windows that shut us off from the healtk-promot- 
ing rays of the sun. Our engineers and chemists have 
undertaken to meet this situation and have now given us 
Vitaglass, which allows a large percentage of the ultra- 
violet rays of sunlight to pass through. I know people 
working behind windows of such glass and the benefits 
have already been demonstrated beyond doubt. 

Race betterment is only just now commencing in real 
earnest. In no other field of activity are the possibilities 
so great. Our eyes are open to the folly of piling up 
dollars without storing health at the same time so as to 
perpetuate the ability to enjoy recreation. Out of the 
million people who die in the United States every year, 
more than 800,000 succumb to diseases that are prevent- 
able. It is in this thought where lies the threat to the 
business man who does not comprehend the situation. 

Not every health movement is merely a silly fad. In 
our excess of zeal to extend life, we naturallv rush to 
extremes. Many a person should still be in possession of 
teeth, tonsils and appendix that need never have been 
removed. Twenty years ago Fletcherism was a fad, then 
calories, then raw food, then toxicosis. Each idea had 
merit, but it was foolish to accept any one as a complete 
onswer to the diet question. 

But terraced buildings in New York and other cities 
are not merely a fad. We will not turn our backs on the 
truth that sunshine in the streets below is absolutely 
essential. Armored corsets will not come back, and com- 
fort and convenience will determine the futute of bobbed 
hair and the length of women’s skirts. If the makers of 





Measuring street noise in Washington. 











fashion again decree the long skirt, it will be interesting 
to note the result of the conflict of opinion that will arise 
between our great and growing army of clear-headed 
business women and the ladies of leisure who may be 
alone in following the dictates of the arbiters of style. 

There is now a far greater effort to stay well than ever 
before. More people are paying attention to danger sig- 
nals. It is clear that nature nearly always tries to warn 
us in advance. Where there was one person submit- 
ting regularly to scientific urinalysis a few years ago, 
there are now a hundred and this indicates the trend of 
the day. The purification plant of the human body 1s 
the kidneys, and every drop of blood goes through this 
filter once every seven minutes, leaving poisonous mate- 
rial in the extracted fluid which is discharged later in 
the form of urine. In a near tomorrow, a regular 90- 
day urinalysis will be as compulsory on the part of every 
citizen as paying taxes. In short, more and more people 
wilt have a little professional chat with their doctors at 
regular intervals while they are still well. 

No matter what may be our vocation, it is essential 
that we commence to think in terms of conditions 10 or 
20 years from now. Cities like New York and Chicago 
are already worrying about measures to safeguard health 
in 1950. Chicago’s sewage and sanitation program calls 
for an expenditure of $120,000,000. More than 225 
sewage treatment projects are under way in our country. 

(Continued on page 82) 
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; Jobbers’ Problems Dominate Meeting 


American Steel and Heavy Hardware Association Threshes 
Out Questions Relating to Mill Competition, Profits, Delivery 
Charges and Small-Lot Orders 


ARIOUS problems that the jobber 

faces in the distribution of steel 

products, particularly the one of mill 
competition for small lots and that involved 
in the jobber being called upon to fill orders 
so small in size that they are not desirable, 
were discussed at the 18th Annual Conven- 
tion of the American Steel and Heavy Hard- 
ware Association at the Hotel Cleveland, 
Cleveland, May 23 to 25. This was the first 
meeting of the association since its change 
of name from the American Iron and Steel 
and Heavy Hardware Association. By Coin- 
cidence another group of distributors in the 
iron and steel industry, the Metal Branch 
of the National Hardware Association, was 
confronted with many of the same problems 
at a meeting in the same hotel three weeks 
previously. An improvement the past year 
in the distribution situation in respect to 
bolts and nuts was reported and discussions indicated 
that better conditions for the wholesaler might result 
{rom closer cooperation between the wholesaler and 
manufacturers of other lines. 

In his opening address the president, G. K. Conant, 
Sligo Iron Store Co., St. Louis, reviewed conditions 
briefly and said that the jobbers as a whole had been 
fortunate the past year in that the prices on most com- 
modities which the members of the association handle 
had been more or less stable. 

A bright picture of marked improvement in the con- 
dition of the bolt, nut and rivet industry brought about 
by the efforts of the Bolt, Nut and Rivet Institute, was 
presented by Charles J. Graham, president of that insti- 
tute, who also outlined some of the still existing problems 
outstanding, among which are the problems of selling 
and getting fair profits. 

“Two years ago when I talked to you at Detroit,” said 
Mr. Graham, “we were about getting under way to cor- 
rect. the evils in our industry. Now I can report 
progress. We have tried to build up an industry that 
had dropped down into the gutter about as far as any 
industry could go. We wanted to correct the existing 
evils and do constructive work. We have given the 
subject of costs more consideration the past two years 
than ever before and this has brought out some startling 
conditions.” 

Mr. Graham referred to the successful efforts of the 
Institute in proving to the railroads that regular manu- 
facturers could produce bolts, nuts and rivets at lower 
prices than the railroads could make them. Sinalar 
efforts were made among some of the larger consumers 
'n the industrial field, and he said that the results have 
been gratifying. Several of the railroads, including the 
New York Central, have discontinued the maiufacture 
of bolts, nuts and rivets, and the Pennsylvania Railroad 
has cut down its output and will discontinue the manu- 
facture entirely. In the industrial field several of the 
large manufacturers of railroad cars have discontinued 
making their own bolts and nuts or rivets. 

Taking up the new price lists on bolts and nuts that 





Eugene Froment 
President Heavy 
Hardware Association 


became effective April 1, Mr. Graham de- 
clared that there had heretofore been no 
lists based on costs and that the present 
lists are the only lists ever made that are 
fair to the manufacturer, jobber and con- 
sumer. The prices of these lists are based 
on machine hour rates. While the list had 
brought some criticism, he did not think it 
justified. Jobbers have criticized the 10 per 
cent extra for broken packages, but he said 
that less than 1 per cent of what the jobbers 
handle will be affected by the broken case 
lot prices. This extra, he said, would throw 
back to warehouses business that has been 
going to the manufacturer. The jobber 
should pass it.along to the buyer as is tn- 
tended. The Institute, he said, is now work- 
ing on plans looking to the standardization 
of bolt head and nut sizes by all manu- 
facturers. 

The manufacturers are now trying to put the jobbers 
in a position to handle bolts and nuts at a profit. Price 
competition is the death of trade when carried to the 
extent that it has been. 

Turning to the subject of the cost of distribution, 
Mr. Graham said that his is higher than ever before and 
jobbers have not given enough attention to it. Causes 
of the increase included small lot orders and deliveries 
by motor truck. A great problem in all industries 1s 
lack of profit. Any opportunity that manufacturers and 
jobbers can find to increase profit will have the same 
general effect on the prosperity of the country as high 
prices for labor. Various government agencies are now 
cooperating with industries, Mr. Graham said. 

‘“‘We have had fear of the Federal Trade Commission 
and other Government agencies,” he said. “The men in 
the Department of Justice and the Department of Com- 
merce as at present cdénstituted are there to help and not 
hinder. There are ways of stabilizing industries and 
prices that are legal. We are proud of what we have 
accomplished in stabilizing the bolt and nut industry 
and in doing it have done nothing illegal.. The Federal 
Trade Commission as constituted today is there to help 
industry to make a reasonable amount of profit.” 

Another great problem in all industries today is that 
of selling, declared Mr. Graham. This problem should 
be studied by all the basic industries. Salesmen are their 
own worst enemies. Manufacturers should determine 
costs, fix prices based on these costs and stick to them. 
Jf the manufacturer does not give the jobber proper 
protection, the latter should cease doing business with 
the offending producer. In order to further improve the 
conditions in the industry and the relationship between 
the manufacturers and jobbers, Mr. Graham stated that 
he planned to cover the whole United States with the 
program that has been mapped out. Jobbers will be 
visited in all the leading centers. One of the main things 
that it is hoped to eliminate is direct shipment from 
manufacturers to consumers on jobbers’ orders. Jobbers 
should carry stocks.and ship from their stocks. Efforts 
will be made to induce jobbers to buy on the basis of 
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quality and service instead of only on the basis of price. 

In the discussion, doubt was expressed as to whether 
small manufacturers would cooperate in efforts to cor- 
rect the existing evils in the industry. Mr. Graham 
replied that it was not an Institute matter, but involved 
the industry as a whole. No agreements of any kind 
would be entered into, but he is satisfied that while they 
would not get 100 per cent support, they would make a 
good start and finally secure the support of 90 per cent 
of the jobbers and manufacturers. 

That a delivery charge be made on small lots was 
urged by G. M. Congdon, the Congdon & Carpenter Co., 
Providence, R. I., in a discussion of ways to make the 
steel and heavy hardware business more profitable. His 
company, he said, adopted a delivery charge of $2 a ton 
on steel bars and made a minimum cartage charge of 
50 cents. The result was that deliveries by their ware- 
house were reduced and they got a fair return for the 
small lots they did deliver. To make the plan work a 
jobber must have the cooperation of his competitors in 
the same city, for one cannot make a delivery charge if 
others deliver free. The extent to which some jobbers 
ure making long distance deliveries is suicidal, he de- 
clared. One speaker suggested that the jobber was ren- 
dering too much service to the customer and said that 
profits could be increased by reducing the service. 

Another viewpoint of the matter of service was taken 
by William R. Batty, Standard Nut & Bolt Co., Valley 
Falls, R. I., who held, in discussing the question as to 
whether emphasizing price rather than service is not 
largely the cause of the unprofitable conditions cf busi- 
ness today, that if jobbers gave more attention to service 
they might get better prices. 

Jobbers in heavy hardware are filling in the gaps 
caused by the sharp decline in the demand for black- 
smith supplies by handling automobile parts and supplies, 
This was 


drilling equipment and welding equipment. 
brought out in the report of the heavy hardware com- 
mittee presented by C. C. Dodge, George F. Blake, Jr., 


& Co., Worcester, Mass. However, he said, there is 
still enough demand for blacksmiths’ supplies to warrant 
jobbers in carrying fair stocks. The sale of horse shoes, 
he said, has declined about 33 per cent during the last 
five years. In a later discussion of the sales outlook in 
respect to horse shoes and horse shoe nails, A. W. Sex- 
smith, vice-president Phoenix Horse Shoe Co., Chicago, 
declared that horse shoe sales are falling off at the rate 
of 5 per cent a year. 

The making of an interest charge by jobbers on past 
due accounts was favored by H. A. Sadler, Sioux City 
Iron Co., Sioux City, Iowa. He said his company makes 
these charges and is able to collect 95 per cent of them. 
However, others seemed to think that jobbers would 
have a hard time collecting interest charges from 
customers. 

A plea for definite legislation that will legalize resale 
prices was made by S. L. Orr, Orr Iron Co., Evansville, 
Ind., chairman of the committee on national legislation 
affecting trade relations. While the courts have upheld 
resale prices, he declared that it is almost impossible to 
exercise that right, which is granted under the Sherman 
Anti-trust law. Manufacturers maintain fairly uniform 
prices, but competitive conditions result in demoralized 
resale prices. In his opinion competition and the law 
of supply and demand would prevent unreasonable prices 
by distributors were resale prices generally in effect. 
He also strongly advocated the reduction of the income 
tax on corporations by Congress during its next session. 

The competition of mills for less than car lots is a 
real menace to the warehouse business, declared E. J. 
McCarthy, Beals, McCarthy & Rogers, Inc., Buffalo, 
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N. Y., in his report as acting chairman of the Jron and 
Steel Committee. He read letters from other members 
of the committee located in various sections and -nearly 
all complained that mills took business that should go 
to the jobbers. From jobbers along the eastern coast also 
came complaints of the competition of foreign steel. 
The hand-to-mouth policy of buying by consumers had 
helped jobbers to some extent, he said. 

The subject of imported steel was discussed by G. M. 
Congdon, who believed that the menace of forcign steel 
is not as great as some think. He said that in Provi- 
dence the shops want high quality steel for machine shop 
purposes and jobbers there do not seriously feel the 
effects of foreign competition. They are protected to 
some extent by a 24-cent freight rate on foreign steel 
from Boston to Provitience. In Boston, he said, the 
foreign steel used in mostly structural material and de- 
formed bars. The foreign material lacks in uniformity 
in rolling. In his opinion it is a good plan for jobbers 
to handle only steel of a certain established analysis. The 
sentiment was voiced that the foreign steel situation 
should be met with a challenge to use American products 
and that it is not fair to American mills for jobbers to 
go back on them and buy imported material. 

An unsatisfactory situation exists in the cold-finished 
steel market, according to the report of the chairman of 
the committee on this product, A. J. Lockwood, Edgar 
T. Wards Sons Co., Newark, N. J. He complained 
that small dealers were able to get quick delivery from 
mills located in their near vicinity and this hurt the busi- 
ness of warehouses that carried large stocks. He also 
found a tendency among the mills to do a warehouse 
business. 

Declaring that merchandising has become the problem 
of today and that the jobber is an indispensable factor 
in the distribution of steel and performs a service that 
the manufacturer cannot dispense with, Charles F. 
Abbott, executive director of the American Institute of 
Steel Construction, New York, submitted a program for 
improving conditions in the jobbing trade. Too many 
jobbers, he said, are operating under the scheme of yes- 
terday and are not keeping abreast with the times or 
up to date in their sales organizations. Talk about 
eliminating the jobber is a waste of effort. Those that 
sell direct have to perform a service that is done by 
jobbers. Usually when a manufacturer sells direct the 
jobber has ceased to function properly, and if the jobber 
would function properly there would be less direct sell- 
ing. The fundamental duties of the jobber are to as- 
semble and store material, maintain an adequate sales 
force, ship products to customers when wanted and in 
the quantities wanted and carry accounts avd make 
collections. 

Mr. Abbott declared that there are horse trading 
methods in the sale of steel that must be wiped out. The 
producer should name a sales price and protect the 
jobber, working with him instead of against him. Job- 
bers cannot expect mills to turn over large orders to 
them. In all lines buyers buy direct from the manu- 
facturer. A jobber should intensely exploit his lines 
among small consumers. Jobbers may not be stocking 
all lines they might sell. They should develop markets 
and adopt more efficient methods of distribution. Mr. 
Abbott offered the following program for improving 
conditions and correcting evils in the jobbing industry. 

The entire industry should be organized on a more 
sound basis. Assessments should be authorized to raise 
funds to carry on association work. Market research 
should be initiated. A code and standard practices 
should be prepared. An educational program should be 

(Continued on page 84) 
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New England Is Finding a Remedy 


Coordinated Effort of All Economic Interests Is Refitting 
Industry for Changed Business Conditions 


BY JOHN S. LAWRENCE* 


ANY of us feel that the problems New England 
faces today arise from the fact that New Eng- 
land, to greater degree than any other section 

of our country, has reached the stage of “industrial ma- 
turity.” As the birthplace and first home of the fac- 
tory system in America, it is the first section to expe- 
rience, in notable degree, the conditions that come with 
carrying the assets and liabilities of long established and 
in some instances meses business methods into a 
modem @efa .. . 

Two years ago we were concerned over the effect upon 
our own people of the pessimism about New England 
that reached us from both within and without. Today 
we are not only encouraged but confident. 

Some of the eliminations and removals that you were 
reading about as .threatened two years ago have taken 
place. But the losses have not been nearly so great as 
were predicted and they have been more than offset by 
gains in other lines. Today those plants that are weak 
units in our industrial structure . are being 
mentally charged off, or selected for revitalizing if they 
have in their structure sufficient economic margin to 
justify this procedure, and our prosperous units are 
emerging like ships from the dry docks, repaired, refitted 
with new rigging and sails, some with new captains and 
crews, but with their old names known the world over. 
It is not only the survival of the fittest; the refitted shall 
also survive. 

The population of New England is increasing. One 
of our States shows a 23 per cent gain in six years, and 
the average for all is about 10 per cent. New England 
has but 7 per cent of the population of the United States, 
but is turning out more than 11 per cent of its manufac- 
tured goods. For 25 years New England industry as a 
whole has employed more people and done more business 
each year. 

We are indebted to our governors for their leadership 
and cooperation in bringing New England interests to- 
gether for action. They were responsible for the calling 
of an old-fashioned town meeting, held on a New Eng- 
land-wide scale, in which all the agricultural, commercial 
and industrial organizations of New England were in- 
vited to participate. There was thus created the New 
England Council, a body of 72 men, 12 from each of 
the six States. Their job is to serve as a stimulating 
body and a coordinating agency for New England’s eco- 
nomic interest groups They are encouraging 
individual interests to learn for themselves what others 
in their field are doing elsewhere, and improve upon it; 
to develop what is economically successful, to discard 
what is old-fashioned and ineffective. The council has 
given New England its first common forum for open 
discussion of its progress and affairs. Today New Eng- 
land interests are grouped and organized on a New Eng- 
land basis to a degree hitherto undreamed of. 

New England is famed for her wealth of educational 
institutions. We were so close to our colleges, business 
schools, and scientific experiment stations that our own 
business firms were making but little use of their splendid 
facilities. . . . . The New England Council has 
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brought them together. . But the council is 
not leaving the matter of research solely to New Eng- 
land’s educational institutions. The United 
States Department of Commerce is making in New Eng- 
land, in cooperation with the council, the most intensive 
study of production and distribution ever made in a com- 
parable region of our country. Our research committee 
last year made unique studies of the merchandising of 
three of our typical New England products—shoes, knit 
goods, and cotton dress goods. These studies were made 
in cooperation with our manufacturers in those indus- 
tries, and have had the effect of stimulating those and 
others of our industries to examine more carefully their 
real problems. Manufacturers in one of our wood prod- 
ucts industries are now planning almost a reorganization 
of their industry as a result of a recently completed sur- 
vey sponsored by the council. The latest re- 
sult of the council’s work.is the decision of the largest 
insurance company in America to make for the council a 
study of the use, value and results of research in New 
England commerce and industry. 

The council formed and brought together representa- 
tives of the State authorities regulating power companies, 
and representatives of our power industry in all New 
England. They worked out together a unique plan for 
promoting the free flow of power across our State lines. 

New England already has a better intercon- 
nection of power stations than any other section of the 
United States. Regardless of these po- 
tential water powers, however, it should be remembered 
that New England possesses a great asset in the fact that 
the bulk of her industry is so near the sea that she is in 
position to take advantage of the almost revolutionary 
improvements in the generation of power in steam plants, 
receiving their coal at tidewater. 

By showing instances of specific accomplishment, the 
council has made it popular for each New England town 
to look within itself for the means of its advancement and 
the improvement of its economic situation. j 
There is now under way a complete industrial sur vey of 
metropolitan Providence that we believe will set a new 
high standard for accomplishment in this field, and other 
smaller cities are inaugurating similar studies on a lesser 
scale. The council is actively promoting this movement, 
and Massachusetts Institute of Technology is putting 
the resources of a new division into this work in Provi- 
dence and others of our communities. 

New England industry grew to its present stature 
largely in a seller’s market. We have had something to 
unlearn in adjusting ourselves to the present buyer’s mar- 
ket. This is what the study of the facts had taught us. 

We are glad to share our New England market with 
any producer. Our producers need the stimulus of com- 
petition thrust under their noses. But we consider our 
home market our laboratory, and intend first to test the 
public demand for our products at home. We realize 
that if we cannot ourselves use our own products to ad- 
vantage, no one else can be expected to buy them... . . 

Our nation needs a prosperous New England as it does 
a prosperous North, South, East and West. It needs the 
solution of the problem of industrial maturity. It is our 
intention to provide both. 
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Builders’ Hardware Door by Door 


Windows 


By W.N. Thomas 


I:ditor's Note. 
two weeks in the columns of HARDWARE AGE. 
how to tell his story. 


S the heading implies, this series of articles was 

A intended to cover the several types of doors en- 

countered by the hardware salesman as he goes his 

way, but it seems the series of articles would not be com- 

plete without giving some consideration to windows since 

they occupy such an important place in buildings gen- 
erally. 

There are more different types of doors than there are 
of windows, but the total number of windows will about 
equal the total number of doors taking an average of all 
the many kinds of buildings ; however, the windows of a 
building do not require as large a variety of hardware as 
the doors do. 

Windows may be divided into three general classes: 
“Double-hung,” “Hinged” and “Pivoted.”’ 

()f these three classes the ‘““Double-Hung”’ is the most 
common, and justly so as there is no other type as con- 
venient to operate, and at the same time as proof against 
the weather, and as easily screened and curtained as the 
‘“double-hung.” 

The first item of hardware to be considered in con- 
nection with double-hung windows is that of pulleys, 
and upon the selection of suitable pulleys depends the 
continued satisfactory working of the windows. 


Fig. 1 Fig. 2 Fig. 3 

These should be heavy enough to be strong and service- 
able, (1). The wheels are regularly made 2 in.—2'4 in. 
—2'% in. and 3 in. in diameter. The size wheel that will 
allow the sash weight to swing clear in the box should 
be used. Different sizes and weights of sash and glass 
require different diameters of weights. This should be 
considered in selecting the size of the pulley—as there 
is nothing about a window more annoying than to have 
the weights drag and jam against the sides of the box. 
The size and shape of the groove in the wheel should 
accommodate the size of the cord used so it will run 
nicely down in the groove and not ride up on the rim 
where it will cut and wear. If it fits well in the groove 
a good cord will wear for many years. For heavy win- 
dows in office buildings and other public buildings, it 
is quite common to use sash chain of steel or composi- 
tion bronze instead of cord. The grooves in sash pulleys 
are now usually made of a shape that will accommodate 
either cord or chain equally well. Care should be taken 
to see that the chain properly fits the groove same as for 
cord. 

Pulleys are made with a plain steel axle, also with 
roller or ball bearings. The roller or ball bearings are 


This is the twentieth installment of a series of articles on builders’ hardware appearing every 
a The author, W. N. Thomas, is an acknowledged expert and knows 
The next installment will appear in the June 23rd issue. |iatch for it and read it. 


especially desirable for use where the windows are large 
and heavy. 

The wheels may be had in iron or brass and the face 
of the pulleys is made in plain iron or steel or of brass 
or bronze. 

lor actual utility a well made pulley of suitable size 
with iron or steel face and properly turned iron wheel 
will give very good service. To this may be added the 
brass wheel, brass or bronze face, and roller or ball bear- 
ing axle, working up to the maximum of quality accord- 
ing to the grade of building in which they are to be used. 





Fig. 4 Fig. 5 Fig. 6 

When windows are placed in groups of two or three 
or four it is not uncommon to omit the weight boxes 
between the windows so as to get all the light possible— 
and to carry the weights for all the sash in suitably built 
boxes placed at the two extreme sides of the group. To 
accompl'sh this special pulleys are made—known as “over- 
head” pulleys because they are placed over the sash in- 
stead of at the sides. These are put up in sets of varying 
shapes and with single or double wheels as is required 
by the number of sash in the group. A group of two 
windows requires one combination of pulleys while a 
group of four requires an entirely different combination. 

The manufacturers of overhead pulleys have the proper 
combinations worked out and show them in their cata- 
logues in sets for two, three or four, sash. The same 
points of quality should apply to these as are applied 
to the standard side sash pulleys. : 

In old buildings having double hung window 
frames that were built without the side weight boxes, 
it is sometimes desired to balance the sash. Since there 
are no boxes, weights cannot be used, but there are made 
for such places what is known as “sash balances” (2). 


Fig. 9 


The weight of the sash is “balanced” by a spring in the 


pulley and_the sash is attached by a phosphor or alum- 


inum bronze ribbon instead of by cord or chain. These 
balances are made in quite a range of sizes to accom- 
modate the several weights of sash. 
Kach size of these balances has an adjustment of two 
(Continued on page 80) 
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Comments on “A Talk to the Hardware Boosters” 


HARDWARE AGE 53 


By Seymour N. Sears 


AUNDERS NORVELL’S “Talk to the Hardware 
~ Boosters,”’ published in the May 12 issue of Harp- 
WARE AGE, prompts this letter. Looking at busi- 
ness conditions and current trends in a general way, his 
contentions are probably justified. The very nature of 
the hardware business, however, makes it just a little 
different, and general conditions do not always apply. 
Certainly the chain store is not, nor can it ever be a 
hardware store. It sells ladies’ hats—but is not a milli- 
nery store; it sells toilet articles, but is not a drug store; 
it sells candy, but is not a confectionery store, and 
similarly while it sells some hardware items, it is not, 
and never will be a hardware store. 

There are various kinds of stores selling hardware. 
There are also several kinds of consumers buying hard- 
ware. There is, of course, that kind of buyer who is 
satisfied to make his purchase of small hardware items in 
chain stores or in department stores; this may be espe- 
cially true of women. But there is also that very much 
greater number of consumers, particularly mechanics, 
and lovers of tools who would not think of making hard- 
ware and tool purchases at any other place than an honest- 
to-goodness hardware store. 

Only at the hardware store can the consumer get the 
type of real tools which he needs and must have. Here 
he gets quality, service, information and the benefit of 
the hardware man’s knowledge of improvements and new 
items, their uses and comparative values. 

The chain store does not possess the personal element 
of the hardware store. This matter of mutual respect 
and interest between the customer and merchant developed 
by years of satisfactory contact and service affords a 
mutual interest and confidence with definite and tangible 
value. The same principle applies in the relations of the 
merchant and the traveling salesmen. Today the smaller 
store seems to thrive better than its big brother, and is 
able to discount its bills more regularly. 

Mr. Norvell cites successes in the chain store and mail 
order field, due in part, he says, to the “elimination of 
the cost of traveling salesmen.” Yet | feel sure that in 
the hardware business the traveling salesman has a very 
definite mission, and is of great economic value to his 
house as well as to his merchant customers. ‘The sales- 
man brings the dealer first hand information on varying 
merchandising conditions ; explains intelligently his lines ; 
instructs the dealer in displaying, advertising, selling and 
servicing these lines, and helps clear up any difficulties 
which may arise in connection with the sale or use of that 
particular line. 

Mr. Norvell says the mail order house buys at the low- 
est possible manufacturer’s price and sells direct to the 
consumer, thereby eliminating the jobber, the salesman 
and the retail store ; that the purchaser from a mail order 
house does all the buying on his own time, sends cash 
with the order, adding the cost of transportation. True, 
but we must also take into consideration the fact that 
there is enormous overhead of catalog printing and mail- 
ing those cumbersome catalogs. That large sums are 
regularly paid the common and preferred stockholders ; 
that there are salaries to be paid; a large clerical force, 
shippers, receivers, packers, checkers, etc. Based on my 
personal observation of many articles sold through mail 
order houses, the prices are lower, but often the quality 
is such that their prices are relatively higher. Frequent 


stories in HARDWARE AGE give definite evidence that many 
hardware dealers have compared their regular selling 
prices with mail order offerings on standard lines, with 
the result that the hardware man’s prices were on the 
average as good or better. 

Mr. Norvell would be surprised in making a business 
trip in the hardware trade today to know how little time 
is spent in the entertainment of customers. This has been 
practically eliminated. He also comments that the travel- 
ing salesman spends so little time at each store—a condi- 
tion which has become very necessary, as the merchant 
not only practises hand-to-mouth buying, but specializes 
more and more. 

He doesn’t give one big order to a favored friend, but 
has many men calling on him every day. He must give 
as little time as possible to each salesman, and by the 
same token it is necessary for the traveling man to see as 
many dealers as he can each day. Years ago a hardware 
salesman could spend an entire day writing several pages 
of orders, everything from “axes to zinc,” but those days 
are over. The only way a salesman can make up the dif- 
ference in his volume is by seeing more people per day. 
This has been possible by the use of the automobile. 

I heartily agree with Mr. Norvell in his reference to the 
present high cost of travel, the exorbitant railroad fares, 
outrageous Pullman surcharge, the increased hotel rates, 
expenses of meals and other incidentals. However, [ 
do not believe that because of increased travel costs the 
day of the hardware salesman is over, or that his im- 
portance in distribution is even diminishing. 

Records of the National Council of Traveling Sales- 
men’s Associations covering 38 different fields and terri- 
torial divisions show steadily increasing numbers in each 
of the individual groups ; also their employment files show 
six places for every salesman seeking a connection. 

Success is salesmanship. Success is the “survival of 
the fittest’; therefore those who survive must be sales- 
men, and as long as the world shall last and need hard- 
ware, drugs, silk stockings, etc., we shall always have 
salesmen. We shall always have traveling salesmen, and 
jobbers, and independent retail merchants—despite all the 
chain stores, department stores and mail order catalogs. 





Keep Open Display Tables Stocked Up 


The other day we called on a hardware man who 
does a very extensive business, a great deal of which 
is credited to the fact that he uses open display tables. 
It had been particularly busy and the tables were getting 
bare in spots. Some of the boxes contained one piece 
only and these boxes evidently were being neglected by 
the customers. There seems to be a sort of natural 
reluctance on the part of shoppers to pick up the last 
piece of merchandise like that. They like to choose 
from a few at least. Watch a buyer culling over the 
tables. He will take the item that he imagines is a 
shade nearer perfect than the others. ‘This matter has 
been scientifically studied and it has been found that 
where less than three items are shown in an open display 
table, the customer will not buy. Keep the open display 
table well stocked up and it will show you a better total 
on your cash register. 
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Practical Significance of the Distribution 
Census 


By John H. Matter 


Chamber of Commerce of the United States 


in the United States exists elsewhere or ever has. 
It is unparalleled—this swift transportation of 
commodities and products of every conceivable sort to 
an efficient army of distributors dotting a broad nation, 
who put them promptly in the hands of millions of people. 

If, in one day, we could embrace this great country in 
a sweeping glance, we should get a picture of thousands 
of stores, large and small, sprinkled throughout the United 
States, filling the wants of an entire population every 
hour. 

Moreover, we should see that, taken as a whole, they 
are the brightest, liveliest spots in the land. Merchandise 
today wears a more attractive, a more alluring garb than 
ever before. Its direct relation to the highest per capita 
standard of living in history is reflected in the dash and 
sparkle of its appearance, in its marvelous diversity, and 
in the stores which pass it on to the people who use it. 

Perhaps no institution can lay claim to a more interest- 
ing contact with the American people than the retail store 
in its present varied forms. Certainly no institution can 
claim a more intimate influence on the daily habits of our 
population. We hear a great deal about buying habits. 


N YTHING like modern distribution as we have it 


Sut a buying habit is merely a perliminary to a using 


habit. The retail store is really a center, a focal point, 
in our type of civilization. The products which enliven 
its windows and shelves and late: the lives of people, 
are powerful factors in molding the civilized habits 
which are distinctly characteristic of American life. 

Distribution, then, is the part of industry which touches 
hands with that ultimate foundation upon which all busi- 
ress rests—the consumer. There are many great forces 
that lie back of every retail transaction—manufacturing, 
finance, transportation, natural resources—and influence 
it profoundly. 

It is impossible to dissociate manufacture from dis- 
tribution. The goods produced must be moved to con- 
sumers. Profits earned by efficient fabrication must not 
be dissipated by retardation in the movement of the prod- 
uct from factory to consumer. Essentially, the distribu- 
tive machinery is only a continuation and extension of 
the fabricating machinery. Deficiencies in the one offset 
and vitiate efficiency in the other. The whole structure 
isaunit. But unfortunately, while we know much of one 
part of the process, we know little of the other. 

Yet to many, distribution is business. Consumers have 
been prone to hold distributors responsible for the many 
changes which occur throughout industry—at one time 
or another they have been blamed for nearly all of the 
sins, avoidable or unavoidable, of the business world. 

This is natural, for distribution is the contact point. 
Through it, mass production and efficient transportation 
are translated into concrete realities, into the multitude 
of products and services which flow in a broad stream to 
consumers. Also, it is at this point that the consumer 
feels the force of any of the ills which may afflict busi- 
ness elsewhere. 

But, although it is a natural attitude, it is neither cor- 
rect nor desirable. It is important and proper that there 
should be a better understanding of the factors underlying 


distribution, of the many inevitable conditions which 
govern it. 

It is essential that we have facts for providing com- 
plete and accurate information—not theories; not mere 
observations ; but cold figures. 

There appears to be a real confusion in distribution. 
Only a few years ago the customer sought the commodity. 
Today the commodity seeks the customer. Hardware is 
sold not only in hardware stores as such, but in auto- 
mobile accessory stores; in electrical goods stores; in 
department stores; in 5 cent and 10 cent stores; in gen- 
eral stores—ad infinitum. 

Which of these classes of outlets are the most profit- 
able from the viewpoint of magnitude of sales? What 
is the trend? Are so-called hardware stores faced with 
decreasing sales in hardware items? If so, where is the 
business going? These are just a few of a multitude of 
questions which might be answered by a national Census 
of Distribution. Not only will such information be of 
immeasurable value to retailers—but *wholesalers and 
manufacturers will have at their disposal the basic facts 
which will enable them to select scientifically retail out- 
lets for their merchandise; establish sales quotas; esti- 
mate consumer demand; and determine the size of stock 
necessary to effect economical distribution of their prod- 
ucts. 

The Census of Distribution in Baltimore is completed. 
Others are nearing completion in Fargo, North Dakota ; 
Seattle, San Francisco, Denver, Kansas City, Atlanta, 
Chicago, Providence, Syracuse, and Springfield, Ill. 

American business men of all classes need it for the 
entire country—and the national Census of Distribution 
needs no defense. It will take its proper place beside the 
Census of Manufactures, the Census of Agriculture, and 
the others—as a necessary tool in working out the busi- 
ness problems of the nation. 

/ 





Ford to Resume Advertising 


HE current issue of Printers’ Ink carries the infor- 

mation that the Ford Motor Co. is to resume its 
advertising campaign. Printers’ Ink points out that on 
June 17, 1926, when Mr. Ford discontinued his advertis- 
ing on the theory that it constituted an economic waste, 
it was generally prophesied that he would not only 
resume his advertising but do so on a larger scale than 
ever. A few weeks ago the newspapers carried a dis- 
patch that for the first time in history Chevrolet was 
actually making and selling more cars than Ford. Along 
came Pontiac, backed by General Motors, then Hudson 
and Essex and the others; they are forging ahead aided 
by generous advertising campaigns. Meanwhile, 
Ford advertising was stopped. The business it got came 
from the combined momentum and history and the indi- 
vidual efforts of its dealer organization. Mr. Ford has 
apparently changed his mind about advertising being an 
economic waste. How many, many times have others 
discovered this truth to their sorrow. You can go along 
after a fashion for a time without advertising but the 
end is not far off unless you face about rather sharply. 
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A Scenic Window for $10.35 


HEN the newest gold rush 
W eecenity hurled the name of 

Weepah across the country 
on a whirlwind breath of publicity 
and set men once again to visualizing 
themselves scooping free gold from 
a hole in the ground, the Dill Hard- 
ware & Houseware Co. of Oakland, 
Cal., had the wit to build their pre- 
opening windows around the _ ro- 
mance-quickening event. At the total 
cost of $10.35 their displayman, Mr. 
Warren Sawyer, created a display 





that literally became the talk: of the 
city. 

As soon as Mr. Sawyer had con- 
ceived the idea of using the gold 
fush of ’27 as the theme for his 
windows he recognized that it clicked 
into the immediate needs of the firm 
in an ideal fashion. Gold strike win- 
dows, he discerned would obviate the 
use of merchandise—the interior of 
the Dill store was being remodeled 
to suit their requirements and mer- 
chandise had not yet been unpacked— 
and would demand only the minimum 
of preparation at a very busy time. 

The fact that Mr. Sawyer is con- 
nected with the back stage work of 
a local theater suggested to him the 
possibility of borrowing back drops 
and set rock sfor his Nevada scene. 
(Such props can usually be rented 
from any theater on a basis of 10 per 
cent of their cost.) He obtained 
what he desired, and because of his 
connection with the playhouse, paid 
only the cost of loading and un- 
loading. 

“It is a simple matter,” said Mr. 
Sawyer, “for a displayman to make 
his own props in case none are avail- 
able. Compo board can be carved to 





fit any needs and painted convincingly 
in imitation of Nature’s handicraft. 
The rocks I used in the foreground 
of the Weepah scene were made of 
compo board, covered with canvas 
and lettered with white paint.” 

Blue cambric was used for the sky 
drop, and tan cambric for the desert 
floor. On this. last was tossed a 
bucket or two of sand for added 
realism. The buildings were simu- 
lated with the cartons in which some 
advance merchandise had arrived, 





and scaled to the back drops and the 
toy automobiles in the foreground. 
These rude buildings were fastened 
together with the gum paper used in 
the shipping department. 





man’s leisurely pleasure. They 
proved very effective indeed with old 
grass mats and green burlap draped 
underneath to appear like falling 
needles and under-tree verdure. Toy 
automobiles, purchased in an “‘as-is’’ 
condition at a very reduced price, 
formed the trek into the gold-mad 
desert Weepah. The pack burros and 
dolls were, for the most part, pur- 
chased in the same way. 

When completed the windows ap- 
peared to be a facsimile of the new- 
born gold camp, capturing in every 
detail the raw crudity of such a 
scene. A newspaper with giant 
Weepah headlines was posted in one 
of the windows, utterly clinching the 
theme. However, Mr. Sawyer’s sound 
dramatic sense informed him that 
there “was still something lacking to 
tie up the windows with the prepara- 
tions going on inside the store. 
Therefore he borrowed a_ shabby 
hobby horse and, with more than a 
touch of stage craft, fashioned a pair 
of synthetic burro ears for it. With 
a pack on its back from which dan- 
gled and protruded the appurtenances 
of desert housekeeping, it lent color 
to the belief that a prospector was 
on his way. “Loaded up from Dill’s— 
sound for Weepah,” read an inform- 
ing scrawl across the pack. Placed 
in the entrance of the store, it in- 
cited the curious to find out just what 
was going on. 

“What was the cost of your 


Here are two windows used by the Dill Hardware & Houseware Co. of 
Oakland, Cal. Theatrical scenic drops were used. 


For the trees Mr. Sawyer found 
as usual that, “necessity is the mother 
of invention.” Christmas firs were 
resurrected from the back yard where 
they were yet awaiting the trash 


Weepah windows?” Mr. Sawyer was 
asked. 
“You'd be surprised,” he smiled. 
Then proceeded to call off the items 
(Continued on page 57) 
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Geo. D. Roper Corp. Acquires 
Radiant Heat Corp. of America 


A rumor has been confirmed by the 
George D. Roper Corporation, Rockford, 
Ill., that it has purchased the Radiant Heat 
Corporation of America, located at 415 
Lexington Avenue, New York City. The 
latter’s plant will be moved to Rockford, 
Il. 

Actual production will not start for 
several weeks, the exact date not yet de- 
cided upon. 

The present plant of the George D. 
Roper Corporation are to sell this newly 
acquired heater through the channels of 
its regular sales force and the same 
policies which have governed the sale of 
Roper gas ranges will, to a large extent, 
govern the sale of what will be known 
as the “Roper Sheetflame Heater.” 


Stanley Rule Has Issued New 
Steel Square Booklet 


The Stanley Rule & Level Plant, of 
New Britain, Conn., is offering a new 
booklet on “The Steel Square.” This 
booklet contains 48 pages of real informa- 
tion on the description and uses of the 
steel square. 

It is written in a simple and clear 
manner by an expert who is well versed in 
the problems that arise in the use of 
rafter and framing squares. Well il- 
lustrated. Actual examples are given to 
assist the reader in the application of the 
information. 

Copies of this booklet are available for 
anyone interested in the use of steel squares 
by writing to the above mentioned com- 
pany. 


—_— 


Hohner Dies 


Hans Hohner, president of M. Hohner 
& Son, Inc., makers of harmonicas, died 
May 18, in Germany. 

Mr. Hohner was the son of the founder 
of the harmonica business, Matthew 
Hohner, and come to America in 1901 to 
establish the American distributing offices. 

He was in his fifty-eighth year at the 
time of his death. He is survived by 
seven sisters and three brothers. The 
remains were cremated in Germany. 


Hans 


Dealer Helps Prepared by Gilbert 
& Bennett Mfg. Co. 


Gilbert & Bennett Manufacturing Co. 
of Chicago, Ill., manufacturer of Pearl 
Wire Cloth, is furnishing an attractive win- 
dow display, counter card and sampler 
material. They are striking in design and 
printed in bright, attractive colors. 


John Koning, Veteran Dealer of 
Saugatuck, Mich., Dies 


John Koning, veteran hardware dealer 
of Saugatuck, Mich., passed away at his 
home on May 26, 1927. Mr. Koning 
came to Saugatuck at the age of 17 and 
lived there for 52 years. He was an 
apprentice to John Nies in the hardware 
business, later becoming a partner and 
about 25 years ago, sole owner. His two 
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sons, James and Ira, were associated with 
him and will continue to conduct the 
business. He was a man of. sterling 
character and his death is a real loss to 
his community. 


———- 


T. F. Merseles New President of 
Johns-Manville Corp. 


Theodore F. Merseles, president of 
Montgomery Ward & Co., Chicago, IIL, 
since 1921 will become president of the 
Johns-Manville Corp., New York City, 
effective July 1, 1927. 

Mr. Merseles will continue to be a di- 


T. F. Merseles 


rector of the Chicago mail order house. 
H. E. Manville will become chairman of 
the board. 


—_—_—_—————— 


John J. Davis Dies 


John J. Davis, prominent hardware man 
and contractor of Detroit, Mich., died at 
his summer home on Lake Huron, May 
28, 1927. 

Mr. Davis, who had been a resident of 
Detroit for 47 years, was prominently 
known as a contractor and hardware 
dealer. He was born in Galt, Ont., Oct. 5, 
1851. In 1880° he came to Detroit and 
four years later established his first busi- 
ness connection on Baker Street, which 
place is still in existence. In 1916 the 
firm of John J. Davis & Sons was formed, 
his two sons, Clarence and Leo, being 
taken into the company. 


C. D. Armstrong Speaks at Pitts- 
burgh C. of C. Meeting 


C. D. Armstrong, president of the Arm- 
strong Cork Co., Lancaster, Pa., was the 
speaker at the fifteenth of the Chamber 
of Commerce “Pittsburgh and Pittsburgh 
Spirit” meetings. Mr. Armstrong spoke 
on “Cork—Its Development as a _ Local 
Industry.” He traced the various by- 
products of the cork oak through the 
various phases of manufacture in an in- 
teresting manner, interweaving the Pitts- 
burgh history of the industry in a clear 
and concise manner. 
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Boosters Pleased with Saunders 
Norvell’s Article 
The following letter has been received 


by Saunders Norvell, contributing editor 
of Harpware AGE, and refers to the pub- 


lication of his talk to the Hardware Boost- 


ers recently at the Hardware Club: 
My Dear Mr. NorveE.v: 

I wish to thank you for the Boosters 
as well as myself for the publication in 
the HarpwareE AcE of the address which 
you made at our meeting on April 30. 

You gave the salesmen so many things 
to think of and study that it was really 
hard to grasp them all during your ad- 
dress. In publishing the talk we have been 
able to dig into it as it should be done. 
And not oaly that, it has given the thou- 
sands of other hardware salesmen through- 
out the country, who are not members of 
our organization, a chance to look into 
their future. 

I trust that we may have the pleasure 
of your presence again in the near future, 
and I wish to assure you of a hearty 
welcome. A special invitation is not nec- 
essary. 

Very sincerely yours, 
Cuas, PINCUS, 
Chief Booster. 


Mrs. M. L. Gray Died May 19— 
Mother of George M. Gray 


Mrs. Margaret Leasure Gray, mother 
of George M. Gray, Coshocton, Ohio, for- 
mer N. R. H. A. president, died May 19 
at her home in West Lafayette. She was 
86 years of age. Death was caused from 
infirmities of age, though Mrs. Gray had 
enjoyed comparatively good health until 
recently. She was a very active church 
worker and had been identified prominent- 
ly in all benefit activities. 

Mrs. Gray is survived by six children, 
former N. R. H. A. president George M. 
Gray, Thomas A. Gray who is associated 
in the hardware business with George, 
John G. Gray, David G. Gray, Willis 
Gray and Arch Gray. 


H. E. Russell, Former President 
of Russell & Erwin Mfg. Co., 
Dies 


Henry E. Russell, retired New Britain, 
Conn., manufacturer, who rose from office 
boy to president of the Russell & Erwin 
Manufacturing Co., New Britain, Conn., 
died on June 3, 1927, in his home at 1001 
Ocean Avenue, New London, Conn. He 
retired as president of Russell & Erwin 
23 years ago. He was born in New York, 
Nov. 23, 1838, and was the son of the late 
William C. and Rachel Haven Russell. 
When a young man he was the company’s 
representative in the New York office and 
later in the London and Paris offices. 

Mr. Russell is survived by his wife; 
a son, Isaac D. Russell, treasurer of the 
American Hardware Co. of New Britain; 
two daughters, Mrs. A. W. Stanley and 
Mrs. Ira Hicks, of New Britain, and six 
grandchildren, 
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John T. Little Hardware Company’s Exhibit One of 
the Best at Spokane Fair 


EVERAL of the hardware dealers of Spokane 
exhibited at the eighth annual National Sports- 
men’s and Tourists’ fair, which was held in that 

city May 10 to 14. 

The John T. Little Hardware Company’s exhibit 
was one of the best. The beautiful scene, representing 
fishing in the Spokane River, with Mount Spokane in 
the background, incited much admiration and kept the 
exhibit crowded with visitors. Experts winding fish- 
ing rods and making flies at both the John T. Little 
and the Ware Brothers’ cabins were watched with 
interest. 

Real education was offered at the fair for those 


interested in the Great Northwest. New ideas were 
gained of the possibilities of nature’s playground 


around a wide territory. Exhibitors came from four 


States and also from the province of British Columbia. 

The Coeur d'Alene display, under the sponsorship 
of Captain Eli Laird, big game hunter for that section, 
showed a trapper’s cabin, with trophies of the hunt and 
pictures of the Coeur d’Alene panhandle. This was in 
wilderness settings. 

A fly and bait casting contest was put on one evening 
during the show. The bait casting was done with a 
half-ounce plug at a 12-inch mark. Tony Marquart 
won first prize for accuracy and C. C. Chapman first 
for distance, putting the bait plug 137 ft. 8 in. 

Several other feature stunts were put on each even- , 
ing during the show. 

There were more than*40 exhibitors, both commercial 
and resort owners, who indicate that they will return 
next year with much larger exhibits. 








A Scenic Window for $10.35 


used in the windows and the cost of 
each in the following order: 
Cambric for floor and sky.......... $ 2.90 


Cost of moving scenery............ 2.50 
ee oe oi aos spa eae 1.25 
pr OU OS , SER oe peer oe 1.00 
Oe EE sodas vadeeas debenss’ 1.00 
SU Se Heb didawe iste caxdicckass 70 

$10.35 


When C. C. Dill, president of the 
new company, was asked about the 
attention-getting power of the gold 
strike display, he stated that he had 
set a watch for several hours opposite 
the windows in an effort to gage it. 
Ninety per cent of the people pass- 
ing, it was reported, stopped to ex- 


(Continued from page 55) 


amine the windows in detail. Fur- 
ther investigation revealed that many 
people felt impelled to speak of the 
windows to others. Mr. Dill said 
that he knew of no displav in his 
hardware experience that attracted so 
much favorable attention. Great in- 
terest was evinced in the opening of 
the store on April 2. And _ since 
there had been no pre-opening news- 
paper advertising, the splendid re- 
sponse on the opening day was at- 
tributed solely to the drawing power 
of the windows and the curiosity they 
aroused. 

“So realistic were the windows,’ 
laughed Mr. Dill, “three different 


women came in the store before it 
was finished to inquire the price ot 
Weepah mining stock.” 


J. H. Williams & Co. Issue 
Pocket-Size Catalog 


A new edition of J. H. Williams & Co. 
catalog in pocket-size form has been re- 
cently issued, containing much new and 
unusual information. The catalog contains 
the line of “Superrenches,” the Silent 
Salesman Display Boards and it also shows 
a new size of “Vulcan” Tongs, No. 15% 
for 16 in. pipe. It also covers the new 
standard finishes for drop forged wrenches 
of carbon steel. A catalog will be sent 
upon application to J. H. Williams & Co., 


Buffalo, N. Y. 





Hall & Carpenter Make 
Attractive Table Mats 


Hall & Carpenter, 518 Race Street, 
Philadelphia, Pa. manufacturers. of 
Crown quality asbestos and sheet metal 
specialties, have added several new table 
mats to their line. 


The mat illustrated is 6% in. round, 
metal top and felt back and is of Persian 
design. There is an _ attractively rich 
color scheme which is set off by a Wall 
of Troy border in gold. It is treated 
with a special coating to resist the effect 
of water, alcohol, etc. 





Pyrene Extinguisher for 
Automobile Use Exclusively 


Modern automobile design has _ taken 
“compactness” as its watchword, for space 
is at a premium. 

Pyrene Manutacturing Co., Newark, N. 
J., realizing this fact, has designed and 


manufactured a fire extinguisher for auto- 
mobiles. The Automobile Pyrene fire ex- 
tinguisher is said to contain enough liquid 
to extinguish any incipient automobile fire. 
It is small and compact, yet highly efficient, 
and throws a stream twenty-five feet. It 
comes in two finishes, brass or nickel. 


Taylor-Wag Safety Vehicle for 
Young Children 
Taylor-Wag 
children from 2 to 5 years of age, by the 
Frank F. Taylor Co. of Norwood, Ohio. 
It is said to have three desirable features, 
safety, ease of handling and long life. 


has been designed for 


The safety back support prevents fall- 
ing out backwards or sidewards if the car 
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gets a sudden pull or drawn over a bump. 
It is removable and the wagon can be 
used as a coaster. The top support of the 


back support also serves as a lifting han- | 


dle, when lifting the child in the Taylor- 


Wag. The wagon is all-steel and finished | 


in red and ivory or light blue and ivory. 
A descriptive catalog will be sent upon 
request. 





Sand’s 
Flange or Handle 


A hawk without a flange is an innova- | 


tion in manufacture. Sands Level & Tool 
Co., 8629 Gratiot Ave., Detroit, Mich., 
have produced such a hawk, made of 12 
gage “San-Tex” aluminum. 





There is a phosphor bronze nut, secure- | 


lv locked into place, detachable handle 
with a rust-proof bolt, fluted to prevent 
turning. When assembled the angles ot 
nut and plate form a positive tie, fasten- 
ing the handle to the plate. The plate 
has rounded corners—undercut scoring 
which prevents mortar or plaster slipping 
from the hawk. 





Hydawaste, a Substantial 
Refuse Receptacle 


Hydawaste, a new substantial waste and 
refuse receptacle, has been placed before 
the retail trade by Sanitary Receiver Co., 


Dunkirk, N. Y. It is made from solid 
pressed steel and finished with white, gray 
or green enamel. The height of Hyda- 
waste is 20 inches and the width 11 inches. 
This product ought to be extremely useful 





Hawk Eliminates Loose | 








June 9, 1927 


Carpenter’s Vise Now Made 
of Aluminum Five Inches Long 

A handy and practical vise is now 
being made by J. M. Waterston, 427 


Woodward Ave., Detroit, Mich. The 
aluminum carpenter’s vise is 5 in. long, 














entirely constructed of aluminum with the 
exception of the adjusting and clamping 
screws, which are of steel. 

To insure against possible stripping of 
the threads, steel bushings are inserted in 
the body for the clamping and adjusting 
screws to run in. The vise weighs 2% 
lb., and can easily be attached to the end 


| of any board, from 7% to 2% in. in width, 


by tightening the thumb screws. 





Klein’s Fish Tape Puller 


M. Klein & Sons, Chicago, Iil., has 
manuiactured a simple, husky come-along 





for Fish-Tape. It grips like a vise—-never 
slips—simple, strong and automatic, says 
the company. It does not injure the tape 
and can be carried in the pocket. 





Enameled French Frier Made 
by Milwaukee Manufacturer 


Geuder, Paeschke & Frey Co., Milwau- 
kee, Wis., has added an enameled French 


Frier to its line. The frier has a smooth 
glass-like surface and is not only sanitary, 
but can be washed as easily as chinaware. 
This is an important factor when washing 


for the temporary disposal of waste papers, | a utensil that has been used for French 


tin cans, small boxes, etc. 


| frying. 
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Tirelok Will Resist the 
Spare Tire Thief 


A strong, laminated, padlock, built up 
from twenty-five plates of steel, assembled 
one above the other and riveted together 
under a pressure of one hundred pounds, 
is now being manufactured by Master 
Lock Co., Milwaukee, Wis. Tirelok has 
been designed expressly to protect spare 
tires. 





The lock itself is of a lever type, oper- 
ated by two extra heavy brass levers, 
which it is claimed prevent the shackle 
from being forced out by a crowbar as 
they fasten the shackle on both sides. The 
top and bottom of the lock is case hard- 
ened. Each lock is supplied with three 
keys, made from heavy embossed steel. 
Both inside and out of the lock is rust- 
proofed by the Cadmium process. The con- 
necting link is a patented feature that 
enables the lock to swing freely, yet it 
is impossible to remove the lock from the 
chain, says the company. 
case hardened. 





The link is also | 


A cyanide case hardened chain of 9/32 | 


inch high carbon steel is attached to the 
lock by means of the connecting link. A 
DuPont Fabricoid case covers the chain. 
The chain comes in four lengths, 24 inch, 
30 inch, 36 inch and 42 inch. 


A..H. Grebe & Co. 
the Synchrophase 


Produce 
Seven 


In the designing of the 
Seven the engineers of A. H. Grebe & 








Co., Richmond Hill, N. Y., strove to ob- 
tain greater and more selective reception 
on all frequencies within the broadcast 
wave band. 

A feature of the single control Synchro- 
phase Seven is the use of five individual 
variable condensers, horizontally mounted, 


Synchrophase | 





| 








SS ee 


HARDWARE AGE 


securely and rigidly held in place by a 
metal bridgework, operated through a 
three point tuning drive. All the indi- 
vidual units are mounted on an aluminum 
deck, each unit having its own terminals 
projecting through this deck, beneath 
which all wiring is concealed. 

Two stages of audio frequency ampli- 
fication are incorporated, together with 
provision for the use of a type 171 power 
tube in the last stage. This last stage is 
equipped with the “Colortone” device, 
which permits the listener to modify the 
frequency characteristics to conform with 
individual ‘preference of the listener. 

Complete shielding of the component 
parts is effected by lining the cabinet with 
aluminum. The aluminum deck, on which 
all the instruments are mounted, serves as 
one of the shielding plates. 

A strikingly beautiful feature of the set 
is the French Marquetry panel through 
which the dial and vernier project. The 
appearance is that of old French Mar- 
quetry in which designs are artistically 
worked out in metal and inlaid in a beauti- 
ful walnut panel. The panel is of genu- 
ine butt walnut and the design wrought 
in bronze. The cabinet is two tone walnut 
and mahogany. 





Goodell-Pratt Co. Announces 
Polishing and Buffing Heads 


Goodell-Pratt Co., Greenfield, Mass., an- 
nounces the addition of two small high 
speed, motor driven Polishing and Buffing 
Heads. These heads can be used for a 
great variety of light polishing, grinding, 
buffing and drilling work. 








They have polished aluminum stands and 
housings. The spindles, which are 35¢ inch 
and 4%4 inch respectively, are equipped 
with a taper thread spindle on one end and 
interchangeable arbor and 3 jawed chuck 
of 5/32 inch capacity on the other. <A 
grinding wheel and cloth buffing wheel, 
both with %4 inch face are supplied as 
regular equipment. Net prices quoted to 
the trade on request. 
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Steamer and Cooker to Make 


Cooking Easier 


A combination Cooker and Steamer is 
now being manufactured by Geuder, 
Paeschke & Frey, Milwaukee, Wis. This 
cooker was designed not only to make 
cooking easier for the average housewife 
but also to furnish her a utensil in which 





she can steam foods. One and one-quarter 
inches from the bottom rests a perforated 
tray on which may be put vegetables to be 
steamed. Water is placed in the cooker up 
to the tray and the cover is held down by 
means of a self-locking bail. Food can- 
not burn nor stick to the bottom with the 
Cream City Combination Cooker and 
Steamer. 


Brush Designed for Lacquer 


A 1% in. brush, designed especially tor 
brushing lacquer is now being manutac- 
tured by the Wooster Brush Co., Wooster, 


Ohio. An important feature is the 





smooth sanded white birch handle which 
has been left unvarnished eliminating any 
possible annoyance caused by varnish be- 
ing loosened by the action of the solvents 


in the lacquer. The brush is adapted for 
use with one half-pint can of lacquer for 
those purchasers who do not want to pay 
more for the brush than they did for the 
lacquer. 





HARDWARE AGE June 9, 1927 


Machine Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recently revision of April 1, 1927. To deter- 
mine net selling or buying price on any size, this chart offers a direct short cut. For example: Assume 
a desired discount of 40 per cent on 14-inch diameter machine bolts, 1 inch in length. Find the length 
line and follow along until you reach the 40 per cent discount column—here you find the answer, 312. 


Other discounts and lengths are determined in the same manner. List prices are per 100. 


MACHINE BOLTS—(14 inch diameter) MACHINE BOLTS—(9/16 and % inch diameter) 




















DISCOUNT DISCOUNT 
List . Length; List 


30 | 33% | 40 | 50 30 | 33% | 40 70 
364 | 347/ 312| 260 540 | 486 243 
378 | ; 324 | 270 58! 501 251 
283 516 258 


366 | 305 ' 546 273 










































































393 328 ‘ 288 











420 350 ‘ 303 




















447 | 373 2¢ ‘ 318 








“ava | 395 | 333 
“501 | 418 | 3: 348 
| 363 
378 
393 
408 
423 
438 
453 
468 
483 
498 
513 
543 
955 573 
1005 603 
1266 | 1055 633 
1210 | 1098 | 915 | 732 1326 | 1105 663 
1280 | 1152 | 960 | 768 207! 1386 | 1155 693 
1340 | 1206 | 1005 | 804 1446 | 1205 723 


1400 2 840 1506 | 1255 753 





































































































































































































































































































1460 | 1314 | 1095 | 876 1566 | 1305 








1520 | 1368 | 1140 | 912 1626 | 1355 | 1084 | 813 













































































Copyright 1927, Hardware Age 


This is the third installment of a complete series of machine bolt prices. Another installment will be published in each 
succeeding issue 
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Claire Furnace Case Abandoned—Tax Reduction 
Expected at Next Session of Congress 


(Washington Bureau of HARDWARE AGB) 


LANS for tax reduction at the next session of Congress were given 
definite stimulation by recent visits to the White House of two promi- 


nent members of Congress. 


First Senator Reed of Pennsylvania dis- 


cussed the question with the President and subsequently declared that a cut 


of $600,000,000 could be made. 


Whether or not this is the White House 


view was not stated. Following the visit of the Pennsylvania Senator, 
Speaker Longworth of the House of Representatives called and after his 
talk with the president said that the right of way will be given to flood 


control and tax reduction legislation at the next session. 


Mr. Longworth 


expressed confidence that there would be a substantial reduction in taxes 


but did not make an estimate as to what the amount would be. 


The sub- 


ject was given further stirring by a statement coming from the Chamber 
of Commerce of the United States which declared chiefly for a reduction 


of the corporation income tax for the relief of business. 


The Chamber’s 


position was decided upon at a meeting in Washington of a special com- 


mittee on taxation. 


A slash in the tax to 10 per cent from the present 


13% per cent will constitute the principal item on the tax revision program 
of the Chamber. It was said by Felix M. McWhirter, Indianapolis, speak- 
ing for the committee, that “the corporations are the most universally taxed 
objects in the country.” For the fiscal year 1926, he pointed out, they paid 
directly to the Federal Government more than $1,000,000,000 or 34 per cent 


of the total taxes, including customs. 





The tax policy as outlined by Senator 
Reed, which in some quarters is accepted 
virtually as that of the administration, 
would afford relief to all those who pay 
taxes. It would even include elimination 
of the club and amusement taxes, still 
hanging on as an undesirable inheritance 
from war days. The corporation tax would 
be cut from 13% to 12% per cent, a re- 
duction that many think is not sufficient. 
There is also a difference of opinion as 
to the extent of the cut in surtaxes and 
the taxes on intermediate incomes. It is 
felt that the income tax in the lower 
brackets no longer is a problem, because 
it has been reduced to a point where rela- 
tively it is no longer onerous. Mr. Long- 
worth said that it would be easier to deter- 
mine the basis of the tax program when 
Congress meets than it is now, because 
meanwhile it will be definitely known what 
the Treasury surplus is. Even those who 
keep in close touch with the condition of 
the Treasury have been surprised at the 
size of the surplus accumulation, and it is 
still growing. By reason of this there is 
every reason to expect a general and sub- 
stantial cut in taxes. One cause for the 
surplus, it has been pointed out, is the 
fact that taxes have been gradually re- 
duced, thus releasing the tight hold they 
had on business and giving it a better 
chance to proceed more prosperously. 





The Federal Trade Commission has 
transferred the work of its export trade 
division to its legal division. A new sec- 
tion of the legal division has been created 
and designated the export trade section, and 
the chief counsel has been assigned to have 
direct supervision of the new section and 
the administration of the Export Trade 
(Webb-Pomerene) act, which has to do 





with associations engaged solely in export 
trade. No feature or part of the work 
heretofore conducted by the export trade 
division will be lessened or abandoned by 
this internal reorganization of the work. On 
the other hand, the Commission announced, 
it is of the opinion that the supervision of 
the work, which involves many legal ques- 
tions by its chief law officer, will result 
in’a more efficient administration of the 
act. Commissioner Humphrey dissented 
from the proposal. 





The Bureau of Labor Statistics, Depart- 
ment of Labor, has recently completed a 
statistical study covering cooperative con- 
sumers’ societies, credit, housing and work- 
ers’ productive societies. Actually the study 
covers all the branches of the cooperative 
movement except agricultural organization. 
The results are published in Bulletin 437. 
The cooperative movement in this country 
is little developed as compared with Euro- 
pean countries, but on the basis of the 
societies which have furnished reports to 
the Bureau for 1925, the total cooperative 
membership may be placed at more than 
700,000, and the cooperative business for 
that year at considerably in excess of 
$300,000,000. The Bureau says it may be 
safely estimated that the cooperative move- 
ment in the United States, exclusive of 
agricultural organizations, reaches several 
million people. It is stated that the store 
societies had an average profit on sales of 
3.9 per cent. Many societies which made 
a profit, the bulletin declares, did not re- 
turn patronage dividends, but used the 
profits to build up a reserve for the busi- 
ness. For those which did return such 
dividends, it was pointed out, these aver- 
aged 3.8 per cent on sales or 29.3 per cent 
on capital. 





The Federal Trade Commission has 
abandoned the well-known Claire Fur- 
nace Co. case. This was the proceeding 
in which the Commission sought to com- 
pel 22 iron and steel and related com- 
panies to furnish it monthly reports on 
cost of production and a great array of 
other information which the companies 
declined to supply. The Supreme Court 
recently ordered the original bill dismissed 
on the ground that the procedure in the 
case was wrong, and said that it should 
have been done through mandamus, as 
actually was done at the outset by the 
Commission. It was sidetracked when the 
iron and steel companies applied for and 
were granted an injunction restraining the 
Commission from forcing the companies 
to make the reports. The vital importance 
of the case as it affects the power of the 
Commission to make business interests 
yield up information of the kind indicated 
had led to the belief that the Commission 
would reopen the case by starting as it did 
before. But lack of funds, and the fact 
that the information is not now in imme- 
diate need, led the Commission to abandon 
the proceedings. It intimated, however, 
that it might test the principle involved 
through some other case. This has given 
rise to the report that it will proceed with 
the so-called Maynard Coal Co. case, which 
is considered to be identical in every way 
with the Claire Furnace Co. case so far 
as the issues involved are concerned. 
Moreover, it is held that the question of 
studying the coal situation is a much more 
timely one than that of studying steel 
production costs. 





New York and Washington appear to 
have been close to open hostilities as to 
which should get precedence in receiving 
the great Capt. Charles A. Lindbergh, a 
name which probably has been spoken 
more than that of any other in the his- 
tory of mankind within the past two weeks. 
Washington won in this instance, thus dis- 
tinguishing official Washington from base- 
ball Washington. So on next Saturday 
the wonderful airman will be received by 
President Coolidge and awarded the Dis- 
tinguished Flying Cross, the highest honor 
that can be bestowed upon an American 
flyer. That he will receive a tumultuous 
welcome in Washington and in the United 
States generally is putting it mildly. The 
danger is he will be received too warmly. 
Europe outdid itself in welcoming the in- 
trepid airman, and it may be added Cap- 
tain Lindbergh conducted himself in a 
most remarkably splendid manner. His 
exploit is well deserving of great honors, 
for it probably means much to commerce 
and business generally, a great deal more 
than can be reckoned at this early date, 
and as « good-will effort, though it was 
not originally intended, it has outdone a 
century of diplomatic effort. 
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General Market News 
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Consumer Showing More Interest 
in Spring Hardware Lines— 
Staples Active—Prices Firm 


ONSUMER buying of spring hardware merchandise, particularly 
garden tools, has been greatly stimulated during the past week, 
due very largely to the more seasonal weather experienced in the 


majority of hardware markets. 


At press time, jobbers are beginning 


to feel the improvement reflected in wholesale requirements in these 


spring lines. 
ment orders. 


Dealers are requesting prompt shipments on many replace- 
If the warmer weather continues without too much rain, 


the trade expects to build up a large volume on spring goods, which it 
is believed will offset the lack of interest during the cold rainy days of 


the past six weeks. 


Staple items continue to have a consistent sale. 
and staple goods are firm. Stocks generally are satisfactory. 


tions are reported as fair. 


Bank Debits Down 3.8 P. C. 
Week Ended May 25 


to the Federal Reserve 


Prices in seasonal 
Collec- 


Stocks of merchandise carried by depart- 
ment stores for the country as a whole 
were in about the same volume at the end 


ie of April as in March and in April a year 
Debits to individual accounts, as reported | ’ ; 


3oard by banks | 


in leading cities for the week ended May | 


25, aggregated $13,108,000,000, or 3.8 per | 


cent below the total of $13,629,000,000 re- 
ported for the preceding week. 
Total debits for the week under review 


those for the week ended May 26, 1926. | 


New York City reported an increase of 


$1,252,000,000, Chicago $168,000,000, Phila- | F P lation Shows De 
Farm Fopulation 


The | 


Francisco $36,- 


delphia $56,000,000, San 
000,000, and Los Angeles $32,000,000. 


largest reduction, $46,000,000, was report- | 


ed by Detroit. 
Aggregate debits for 141 centers 


for | 


which figures have been published weekly | 


since January, 1919, amounted to $12,410,- 


} 
| 


960,000, as compared with $12,827,961,000 | 


for the preceding week and $10,851,475,000 
for the week ended May 26, 1926. 


Volume of Retail Trade 


Shows Rapid April Gains | 


increased | 


The volume of retail trade 


rapidly and was generally larger in April | 
than in the corresponding season of any | 


previous year, according to a statement of 
the Federal Reserve Board, issued May 31. 
Sales of department stores and mail order 


a 


houses averaged about 7 


per cent larger | 


in value than in April of last year, and | 


those of chain stores were also larger. 


Department store sales were larger in | 


April than a year ago in all Federal Re- 
serve districts, except the Minneapolis dis- 
trict, where they were smaller, and the 
St. Louis district, where they were in 
about the same volume as in April, 1926. 





ago. 

As a result of the large growth of sales 
in April without an increase in stock, the 
rate at which stocks were turned over 


_ averaged 10 per cent higher for the coun- 
| try as a whole than in April, 1926. For 
| the four months ended in April the rate 


are $1,575,000,000, or 13.7 per cent above | of stock turnover was 3 per cent higher 


than in the first four months of 1926. 


crease During Year 1927 


The farm population of the United 
States decreased 649,000 persons last year, 
the biggest decrease in any year since 1920 
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according to estimates by the department. 
The number of persons living on farms 
Jan. 1, 1927, is estimated at 27,892,000, 
against 28,541,000 Jan. 1, 1926. The 1925 
agricultural census figure, 28,982,000, was 
used as a base for the department’s calcu- 
lations. 

It is estimated that 2,155,000 persons 
moved from farms to cities, towns, and 
villages last year, and that 1,135,000 per- 
sons moved to farms, making a net move- 
ment of 1,020,000 persons away from 
farms. Births on farms during 1926 are 
estimated at 658,000 and deaths at 287,000, 
leaving a natural increase of 371,000 per- 
sons, which reduced the loss due to city- 
ward movement to 649,000. 


oo 


Railroads Report Sustained 
Volume of Traffic 


Despite conditions in the Mississippi 
Valley, the railroads throughout the coun- 
try are reporting a sustained volume of 
traffic. The Chicago, Milwaukee & St. Paul 
and the Chicago, Burlington & Quincy and 
the Chicago & Northwestern all report in- 
creased movement of freight for the first 
two weeks of May. 


Sees Increased Tire Produc- 
tion, But Not Higher Price 


At a meeting of the board of the Sei- 
berling Rubber Co., Akron, Ohio, Frank 
A. Seiberling, president, reported net sales 
for the first four months of 1927 of $4,- 
368,000 compared with $3,719,000 last vear. 
be a 10 per cent increase in tire production 
this year over 1925, but stated that, in his 
opinion, there would be no price changes. 





Changes in Number of Persons Living on Farms During 1926, 
by Geographic Divisions 


(Number of persons in thousands; i. e., 000 omitted) 
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Small and Frequent Orders the 
Tendency—Chicago Prices Steady 


HILE there is an absence of any rush of buying there is a 
good placement of small orders which is holding the total 
volume of hardware sales up even with, or a little ahead of 
The continued wet weather is retarding some- 
what the demand for some seasonal merchandise lines, but others 
are moving well and there is a good steady demand for staple goods. 

Prices, in the main, are firm although concessions are being 
granted on the larger quantity orders on such staple items as wire 
On the other hand, Chicago jobbers 
have announced an advance of approximately 10 per cent on butts 
and hinges and are predicting an early advance on lock-sets. 

Building operations are holding up well with the result that mate- 
In addition the road building pro- 
grams of the various States are now getting under way and are fur- 
nishing a good market for certain materials. 
nage continues to be the principal feature in the Chicago steel in- 
dustry, although the buying of bars is showing some increase. 

According to figures furnished by the banking interests, hard- 
ware collections are considerably better than a year ago. 


last year’s figures. 


products, screws and the like. 


rials are in heavy demand. 


AUTOMOBILE ACCESSORIES.—The 
weather, which continues to be rather 
unfavorable to auto touring, is retard- 
ing sales. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 


stocks, 


pion X, '45e. each; Champion Blue 
Box line, 53c. each: A. C., 53c. each; 
lots of ah 50c.; A. C., Special Ford, 
36c. each 

Spot Light. —Appleton, No. 3280, 
$6.50 each 


Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 

1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—tThere is a very 
active demand. 


We quote from jobbers’ 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; Special 
Official League balls, $8.90 dozen; 
Slugger bats, $16.20 dozen. 


BOLTS AND NUTS.—Prices are firm 
and the demand is very satisfactory. 
We quote from jobbers’ stocks, 


stocks, 


f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 


per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Jobbers 
have advanced butt prices and predict 
an early advance on lock sets. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.92 
per doz. pair, case lots—less quan- 
tities, 12c, per doz. pair higher; 4 x 
4 steel butts, old copper and dull 
brass finish, $2. 64 per doz. pair, case 
lots—less quantities, 12c. per doz. 
pair an: heavy steel bevel inside 
sets, $5.75 per doz, sets, case lots: 
steel Sit-keted front door sets, $1.45 


(Chicago Office of HARDWARE AGE) 


Structural steel ton- 





per set; wrought brass bit-keyed 
front door sets, $2.40 per set; cylin- 
der front door sets, $6.00 per set. 


CHAIN.—Sales are showing a good 
volume and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % inch proof coil 
chains, $8.50 per 100 lb. Henso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.—The 
demand continues to be very good. No 
change in prices. 


We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40-5 per cent discount. 


EAVES TROUGH, PIPE, ETC.—Sales 
volume is easing off, but prices are un- 
changed and firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $3.65 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. 


ELECTRICAL MERCHANDISE.—A 
good volume of sales is reported, espe- 
cially on electric irons. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.— No. 14 
rubber covered wire, age per 1000 
ft.; in 1000 ft. lots, $5. 75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12; %-in., brush brass key 
sockets, 15%c. each: two-way plugs, 
45c, each; in lots of 10, 40c. each; two- 
piece attachment plugs, 7%c. each; 
dry cells, boxes of 50, 32%c. each; 
less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, 
ages of 10, $1.30; No. 767, $2.62 each: 
No. 767, ackages of 5, $2.44 each: 
No. 770, $3.40 each; No, 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486; $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Charges.—Apco line, lots 
of less than 10, $13.50 each. 


FIELD AND POULTRY FENCE.— 
Sales continue extremely active. Prices 


stocks, 
and 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 
100 rods; 1948-14%, ‘ 
rods; 2158-6-14%, $49.98 per 100 rods. 


FILES.—tThere is a large sale of mill 
files at this time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—Sales continue 
very heavy as the fishing season opens. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No, 100, $2.25 
each; Chicago: level winding reel, 
$2.00 each; Symploreel No. 752, $4.90 
each; South Bend Bass-Orenos, $8.00 
doz.; Heddon’s Ziz-Wag, $10.00 doz.; 
-_ es silk casting line, $1.40 per 

yds. 


GALVANIZED WARE.—With the sea- 
sonable ~demand, manufacturers’ ad- 
vanced prices are firmly held, though 
jobbers have not yet advanced resale 
prices proportionately. Continued wet 
weather spoiled the usual Memorial 
Day demand for water pots. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2, 
$6.85; No. 3, $8.00; 10 qt. galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gal. all galvanized 
oil cans, $2.75 doz.; 2 gal., $4 doz.; 3 
gal., $6.00 doz.; 5 gal., $7.00 doz.; 1 

u. galvanized baskets, $6.20 doz.; 


No. 26% bu. bailed galvanized meas- 
ures, $4.50. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Continued wet weather is 
holding sales back. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., llc., per 
ft.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprin- 
klers, Rain King, $28 a ag ot = 
fountain sprinklers, $6.00 d OZ. Rain- 


bow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—Orders for fall 
delivery are being received in a very 
satisfactory volume. 


We quote from jobbers’ 
f.o.b. Chicago: “Single 
25-in. bracket, 87 per cent discount; 
single strength A, all other brackets, 
86 per cent discount; single strength 
B up to 25 in., 88 per cent discount, 
and balance 87 per cent discount: 
double strength A, all brackets, 86 
per cent discount; double strength B, 
all brackets, 87 per cent; putty, pure 
grade, $4.25 per 100 lb.; commercial, 
$3.50 per 100 Ib, 


GOLF GOODS.—Golf is continually 
gaining in popularity and the demand 
for golf goods is increasingly good. 


stocks, 
strength A, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 


medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each: Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 each: U. S. 
Royal Golf Balls, $6.50 doz. : St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HAT- 
CHETS.—No price changes. Sales on 
quality tools have been much improved 








are firm and unchanged. 






this spring. 
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HAMMERS— , 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen; 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—The 
demand is normal and prices are with- 
out change. 


We quote from jobbers’ 
f.o.b, Chicago: 

Hay Fork 
chucked and _ bored, 
4% ft., $4.15 doz.; 5 ft., 
XX, 4% ft., $3.65 doz.; 
doz.; X, 4% ft., $2.35 doz.; 
doz. 

Hay Fork Handles.—Bent-chucked 
and bored, best grade, with strap, 
ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX, 4 ft., $5.00 doz.; 
4% ft., $5.40 doz.; 5 ft., $6.25 doz.; 
XX plain, 4% ft., $3.60 doz.; 5 ft., 
$3.80 doz.; X plain, 44% ft., $2.70 doz.; 

t., $3.25 doz. 

Manure Fork Handies.—Bent, best 
grade, plain, 4 ft., $4.35 doz., 4% ft., 
$4.70 doz.; XX plain, 4 ft., $3.85 doz.; 
4% ft., $4.15 doz.; plain, 4 ft., $2.50 
doz.; 4% ft., $2.85 doz. 

Garden Hoe Handies.—XX, 4% ft., 
$3.20 doz.; X, 4% ft., $2.20 doz. 

Garden Rake Handilés.—XX, 5% ft., 
$4.80 doz.; 5% ft., $3.05; 6 ft., $4.00. 

Shovel Handiles.—Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4% ft., 
$3.50 doz.; D handles, best grade, 
$7.00 doz.; X, $5.50 doz. 

Spade Handies.— D handles, 
grade, $6.80 doz.; X, $5.25 doz. 


HANDLES, TOOL.—The demand is 
active and there have been no price 
changes recently. 


We quote from 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz, 


HINGES.—Jobbers’ prices have been 
advanced approximately 10 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 88c.; 5-in., $1.16; 
6-in., $1.28; 8-in., $2.05; 10-in., $3.45 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.21; 5-in., $1.49; 
6-in., $1.53; 8-in., $2.49; 10-in., $3.71 
per doz. 


ICE CREAM FREEZERS.—Prices are 
unchanged and there is a fair seasonal] 
demand. 


We quote 
f.o.b. Chicago: 
t., $4.80 list; 
$6.75 list; 4 aqt., 
$10.45 list; 8 qt., $13.40 list; 10 gqt., 
$17.90 list; 12 qt., $21.50 list: 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 at., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 
list; 6 qt., $6.30 list; 8 qt., $8.20 list: 
10 qt., $10.75 list; 12 qt., $14 list: 15 
t., $17 list; 20 qt., $21.50 list. A dis- 


stocks, 


— Straight 
best grade, 
$5.00 doz.; 
5 ft., $4.45 
5 ft., $2.76 


Handles. 


best 


jobbers’ stocks, 


from jobbers’ stocks, 

White Mountain, 1 
2 qt., $5.60 list; 3 qt., 
$8.25 list: 6 qt., 
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count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net. 


LAWN MOWERS.—tThe cool weather 
has slowed up sales some the past 
week. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in., ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-Knife, 10%-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, i0%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-Knife, 9-in, wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in, wheels, $5.85 
each. 


NAILS.—Sales are normally active, 
with prices well maintained. 

We quote from jobbers’ stocks, 
fo.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


PAINTS AND OILS.—Sales are very 
active and prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, 
per gal.; 5-barrel lots, 

Linseed Oil.—Boiled, 
93c. per gal.; 5-barrel 
gal. 

Denatured Alcohol. — Barrel lots, 
52c. per gal.; steel drums extra $6, 
returnable. 

Turpentine.—Drum lots, 

White Lead. — 500-lb. lots, $13.75 
per 100 lb., net; 100-lb. lots, $14; 50- 
ib. lots, $7.25; 25-Ib. lots, $3.65; 12%- 
Ib. lots, $1.85. 

Shellac.—(4%-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In Barrels, 
$3.50 to $6.75 per 100 Ib. 

—— Paste.—Barrel lots, 7c. 


barrel lots, 93c. 
90c. per gal. 
barrel lots, 
lots, 93c. per 


74c. 


per 


PREPARED ROOFING.—Sales are 
normal for this season. Prices are 
firm. 
We 
f.o.b. 
faced 
Square, 
per square; 
$2 per square; 
$1.20 per square; 
ing, $57 per ton. 


PYREX WARE.—There is a fair 
amount of orders being placed and 
prices are firm. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, 
No, 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 
24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 23), 
232, $14 doz. 


ROLLER SKATES.—The demand 
falling off but is still good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union boys’, $1.40 
pair; Union girls’, $1.50 pair; Chicago 
boys’, $1.30 pair: ‘Chicago girls’, $1.40 
pair; rubber-tired skates, boys’. $2.65 
pair; rubber-tired skates, girls’, $2.75 
pair. 


from jobbers’ stocks, 
Chicago: Best grade slate sur- 
prepared roofing, 2.50 per 
best grade talc surfaced, $2.65 
medium talc surfaced, 
light tale surfaced, 
red rosin sheath- 


quote 


stocks, 


$7.20 doz.; 


doz.: 


doz.; 4 cup, 


$8 doz.: No. 


ROPE.—Sales are moderately good, 
with hay rope prospects excellent. 
early price changes expected. 





No | 


-dJune 9, 1927 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brand, 23c. to 25%c. per Ib.; No. 2 
manila, 22c. per Ilb.; No. 1 sisal, 
14%c. to 16c. per Ib.; No. 2 sisal, 
13%c. to 15c. per Ib. 


SASH CORD.—Business continues 
good. Factories are busy and orders 
delayed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard 
brands, $7.65 per doz. hanks, No. 8, 
$8.75 per doz. hanks. 


SASH PULLEYS.—The demand 
very good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
oes No. 110, 46c, doz.; barrels, 42c. 

OZ. 


SCREEN - DOORS AND WINDOW 
SCREENS.—tThere is a good seasonal 
demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Rr hong doors, No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 

thes "311, 2-8 x 6-8, 
doz. Win ow screens, No. 
i333, $4.05 doz.; No 2433, $4. 75 doz. 


SCREWS.—With prices somewhat 
shaded for larger orders, sales are 
better than normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head . bright 
screws, 75-20-10-10 per cent; round 
head blued, 72%-20-10-10 per cent; 
flat head brass, 72%-20-10-10 per 
cent; round head brass, 70-10-10-10 
per cent. 


SOLDER AND BABBITT.—Sales are 
fairly active and prices are firm. 


quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-30 
solder, $42.50 per 100 lb.; medium, 
45-55 solder, $41.50 per 100 Ilb.; tin- 
ners’ 40-60 solder, $40.50 per 100 Ib.; 
high speed babbitt metal, $20 per 100 
lb.; standard No. 4 babbitt metal, $13 
per 100 lb. 


STEEL SHEETS.—tThere is a satis- 
factory demand. Manufacturers’ prices 
are firmer but without affecting the 
local distributors’ prices as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—Prices are firm, 
with some concessions being granted 
on large quantity orders. Sales are 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 Ib.; No. 9 galvan- 
ized plain wire, $3. 40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt., 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 

10 per 100 Ib. 


WRENCHES.—Demand is good. Prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70 per cent discount: 
Trimo, 65- 10 per cent discount. 


Snap-on Wrenches. — Radio and 
electrical set, in metal cases, $2.75: 
No. 101 Master Service Set, $13.75: 
No. 202 Heavy Duty Set, $8. 80; No. 
404 Flexible Socket Set, $7.50; No. 
608 Crankcase Drain Plug Socket. 
$3.20; No. 90 Square Socket Set, 
$3.70; No. ‘1878 Giant “‘Snap-on’’ with 
extra heavy duty ratchet. $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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The Annual War 
against insects 
is on again! 


Flies—flies—and more flies! Mosquitoes, 
flying insects and multitudinous other sum- 
mertime pests. Insidious disease carriers— 
every one. Health endangering—certainly 
most discomforting. Many enjoyable sum- 
mer evenings completely ruined by even one 


buzzing, biting, bothersome mosquito. 


Screens should have been on long ago-—but 
there are many tardy buyers. If you can’t 
supply them, your competitor will. Order 
now—more sales and bigger profits for you 
with Quality GOLDEN ROD Bronze Wire 
Screen Cloth. 


If your customers have a preference for 
antique finish, we recommend ORIENTAL 


Antique Bronze. 


We also manufacture VULCAN Black Painted; 
APEX Electro-Zinc-Coated: NEPTUNE Bright 
Galvanized; CRESCENT Bright Copper ; COLO- 
NIAL Antique Copper. 


Distributed by Jobbers 


If your jobber cannot supply you, write us 
and we will give you the name of the one 
who will. 


JOHN M. HART COMPANY 


Manager of Sales for 
HANOVER WIRE CLOTH CO. 


General Sales Office: 


Old Colony Bidg., 
Chicago, Ill. Hanover, Pa. 





Factory: 
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HARDWARE AGE 


June 9, 1927 


Cool Weather in Twin Cities Territory 
Keeps Conditions Unchanged 


(Minneapolis office of HARDWARE AGE) 


ENERAL conditions over the Northwest tributary to the 
Twin Cities show but little change from those of last week. 
Cool weather and continued rains are delaying the growth 


of the crops to some extent. 


Corn especially is suffering for the 


want of warm weather and sunshine, for germination and starting 


of growth. 


Building is progressing at a fair pace, with attention divided be- 
tween commercial and residence work. Road building in Minnesota 
and other States is progressing rapidly, giving employment to hun- 


dreds of men. 


Touring is becoming more popular, even with the continued back- 


ward weather. 
be in a week or so. 


Many of the tourist parks are not yet open, but will 
Fishing in the southern zone of this part of 


the country is open, and the holiday just past saw hundreds of cars 
of sportsmen out after a day’s sport. 





AUTOMOBILE TIRES.—Sales are in- 
creasing in this line, with ample stocks 
on hand. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9.65; 30 x 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26.75; tan tubes, 30 x 3%, $1.70; 32 
x 4, $2.60; 34 x 4%, $3.25: balloon 
tire tubes, gray, 27 x ‘4. 40, $1. 90; - x 
4.40, $2.95; 30 x 5.25, $2. 70: 32 6, 
$3.20; 32 x 6.20, $3.70 each, net. 


AXES.—Sales are steady, and normal 
for this time of year. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled os 
gle bit, $14.50; double bit, $19.5 
handled, single bit, $19.50; double bit. 
$21.25 doz. net. 


BOLTS.—Demand is fair, with stocks 
well filled: There is no change in 


prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent; and 
lag screws at 60 per cent from new 

st. 


BRADS.—Call for brads is steady, and 
in proportion to the amount of build- 
ing. Dealers are keeping stocks as- 
sorted. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 

BUILDING PAPER.—tThere is a fair 
demand for building paper, with stocks 
ample for the call. Prices show no 
further changes from those announced 
last week. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rozin sized 
sheathing paper in all weight, 20 
to 40 Ib., at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 


CHURNS.—Sales still are light, with 
ample stocks on hand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
_ f.0.b. Twin Cities: Barrel type churns 
at 33% per cent from lists. 





EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Call for this line of 


materials is fairly good. Stocks are 
well filled, in expectation of a good 
trade. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft., and 3-in., con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Sales are showing up 
fairly well, with dealers’ stocks ample 
for the call. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 
tom 13 ga intermediate, 6-in. stay, 
26-in., $37.93: 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Demand is steady, with per- 
haps a slight increase over a few weeks 
ago. Prices have not changed. 


We quote from jobbers’ stocks, 
fo.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Sales are fair 
in some departments in this line. 
Stocks are kept balanced. Prices show 
no changes. 


We quote from jobbers’ stoc - 
f.o.b. Twin Cities: Standard No. 
galvanized tubs at $7.25; No. 2, $8. 00: 

o. 3, ; heavy tubs, No. 1, $12. 60; 
No. 2, $13.80: No. 3, $15; Standard 
10-qt. pails, $2.55; 12-qt., $2.90; 14-qt., 
$3.25; stock pails, 16-qt., $5, and 18- 
qt., $5.50 per doz. net. 


GLASS AND PUTTY.—Call for glass 
is fairly good. Stocks are well filled, 
with prices steady, after the decline 
noted a week ago. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass 85 per cent, 


and strictly pure putty in 50-lIb. 
drums at $4.85 cwt. net. 


HAMMERS AND HATCHETS.—Small 
tools are moving at a fair rate, with 
stocks well filled. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. in. 
nail hammers, $12.60; lumb, 

HFS81, $12; Plumb, No. HF145, $6. 12: 


Riverside, No. 611%, 12.00; "Plumb 
broad hatchet, No. 2, $16. 40: Shing- 





ling No, 2, $12.50; Claw, No. 2, $13.75 
doz., net 


HOSE.—Lawn hose still moves slowly, 
due to the continued rains. Stocks are 
full, awaiting the demand. Prices have 
not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog, % in., 
¢-ply, 13%c. ft.; Competition, % in., 
3- -ply, 74%c. ft. Good Luck, % in., 6- 
ply, 10c. ft.; Electric double braid, 
‘e poo 50-ft, lengths coupled, 14%4c. 
t., net. 


ICE CREAM FREEZERS.—Sales are 
light in a retail way. Dealers have 
their stocks in place for the demand. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.7 15 each, net. 


LAMPS AND LANTERNS.—Sales are 
slow in this line, the winter demand 
having dropped, and the summer de- 
mand for camp lamps just beginning 
to develop. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each net. 


LAWN MOWERS.—Demand is some- 
what improved, with stocks well filled. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Styles 
A and C, 45 per cent; Style K, 40 _ 
cent; Riverside ball- ‘bearing, 14 
$7.90; 16-in., $8.15, and 18-in., $8.45 
each’ net. 


MILK CANS. — Call is steady, and 
shows some improvement. Prices are 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Railroad 5 gallon 
milk cans, $2.65; wide neck, 8-gal., 
$3.20; wide neck, 10-gal., $3.30 each, 


net. 
NAILS.—Sales_ reflect the building 
Stocks are 


conditions, being just fair. 
well filled, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, at $3.10 per keg, base, and ce- 
ment coated wire nails in 100-Ib. kegs 
at $3.10 per keg, base, net. 


OIL HEATERS.—Demand is keeping 
up well, with stocks well filled. Prices 


are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters, No. 12, $5.50; No. 15, $7.00; 

No. $8.25; No. 0190, $10. 50: No. 
151, $7.50; No. 0161, $8.75; No. 0191, 
$11.00; No. 505 Giant, $11.25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Sales 
are steady, with stocks in good con- 
dition. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 


paint at $2.80 per gal. in 1 gal. cans, 
and white lead in 100 Ib. containers 


at $12.64 cwt., net. 
PLANTERS. — Corn and potato 
planters are selling well, with prices 


steady. 
We quote from jobbers’ stocks, 
e se b. Twin Cities: Acme corn plant- 
or Acme potato planters at 
$9. 975 doz., net. 


Reading matter continued on page 68 











No snow-shoveling 
to open these doors-/ 


That’s because the doors slide and fold 
inside, away from snow-drifts and ice 


It’s some job, especially when the thermometer’s below zero, 


eae to shovel the garage doors free before you can open them. 
Slidetite equipment provides for an 


entrance door . . . doing away with Slidetite equipped garage doors end that winter trouble by 
the expense of a separate entrance. lidi eid h Th ] | dil 
The hardware is packed in complete Sil ing inside the garage. ey open e€asl y; ciose aS rea lly, 
5008 JOF 9, %, 5, S,. Gne & Coens. £0 and are absolutely weather-tight. 

secure complete satisfaction buy 

complete sets only. All the hardware is inside the garage where it won't rust 


and will work better. Slidetite hardware solves the garage 
door problem . . . it’s dependable. 
Slidetite hardware is most practical for doorways with 2 


_ to 10 doors; and provides a clear opening in any doorway up 
me. to 30 feet wide. Center posts are done away with. 















\V Hanever forany Uoor that Slides 
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POULTRY NETTING. — Demand is 
very good. Dealers are keeping their 
stocks well filled. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 


—? netting at 60 per cent from 
sts 


PUMPS.—Water supplies are moving 
well. Stocks are ample for the call. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 

REGISTERS.—Sales are steady, with 
stocks well filled. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 

20 per cent and wrought steel regis- 
ters, 40 per cent from lists. 
SASH CORD AND WEIGHTS.—Call 
for this line is fair, with ample stocks 
on hand. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 6lc. Ib., second grade, 3lc. Ib., 
and cast iron sash weights, $2.10 
cwt., net. 


SCREEN DOORS AND WINDOWS.— 





HARDWARE AGE 


Sales are fair, with stocks full. Prices 


have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


SNATHS.—Demand is slightly better. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths at 
$13.20 doz., and bush snaths at $16.00 
per dozen, net. 


STEEL SHEETS.—Demand is slightly 
better, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), and 
black steel sheets at $3.95 cwt., base 
(24 ga.). 


TIN.—Call is steady, with stocks well 
filled. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28, $14.50 box, and IC, 20 x 28; 

. coating roofing tin, $15. 75 box, 


WHEELBARROWS. — Call for con- 
tractors’ barrows is slightly better as 
building increases. Garden barrows 
are selling steadily. Prices have not 
changed . 


We quote from 
f.o.b. Twin Cities: 


jobbers’ stocks, 
Queen B fully 





next few weeks. 
quoted. 


classes of trade. 
with prices firm. 
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bolted barrel ty pe tray wheelbarrows, 
$40.00 doz.; fully bolted, 
$36.50 doz.; . 2T tubular, .33 
each; No. 10 Gopher, $4.00 each, and 
No. 1G American garden, $6.25 each, 
net. 


WIRE.—Fence wire is moving out well, 
with ample stocks on hand. 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod aoe 
special galvanized hog (14 ga.), $2.4 
per 80-rod spool; smooth black ni 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WIRE CLOTH.—Demand for wire cloth 
has not yet reached full proportions, 
but heavy sales may be expected in the 
Prices are firm as 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net base. 


WRENCHES.—Sales are steady in all 
Stocks are well filled, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultura! 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in., 
ay 12-in., $2.05; 15-in., $2.75 each 
net. 





National Carbon Co. Announces New Merchandising Plan 


The National Carbon Co., N. 


Y. C., producers of Eveready 


Prices 


flashlights have announced a new merchandising plan. It has 
heen inaugurated to give the dealer a quicker turn-over of 
stock and an opportunity to carry less stock, yet be fully pro- 
tected for stock in demand. The company’s sales records show 
that three types of flashlights are responsible for 90 per cent 
of all flashlight sales. It was therefore decided to present a plan 


WERE ADY 


to the dealers and jobbers in which there is a maximum rate 
of turnover with a minimum stock investment. 

While the complete line of Eveready flashlights, embracing 23 
different types, will be offered to the trade as before, dealers 
are informed that it is decidedly to their advantage to order the 
three types selected by the company as the most salable on 
the basis of actual sales records. Similarly, dealers are advised 
to promote sales of these three types primarily, while at the 
same time carry sufficient stock of the other cases in the 
I-veready line, to meet the demand. 

The three types are offered in units which are described below: 
Display Unit No. 16 consists of six No. 2616 broadbeam flash- 
lights in a counter display box. 

Display Unit No. 17 consists of six No. 2671 focusing beam 
flashlights in a counter display box. 

Display Unit No. 18 consists of 12 No. 2604 black case flash- 
hyhts and six No. 2631 nickel case lights, in a display container. 

These units are shipping boxes, each of which when opened 
up becomes a highly attractive display container. 4 





Non-Breakable Screw Driver 


Made by The G. L. Holt Co. 


A screw driver which is claimed to be non-breakable has been 
manufactured by The G. L. Holt Co., of Hartford, Conn. 


For over two years the company has been working on this 
important tool, endeavoring to perfect a screw driver which 
would withstand without splitting, pounding on the head. 

They now claim that they manufacture such a tool, Further 
information will be sent to all interested by writing to the com- 
pany at the above address. 


Reading matter continued on page 70 
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Grebe § ynchrophase Seven— > 


a | New principles greatly increase tone quality, selectivity’and 
: distance: viz., 
Complete 1 Single Controlling Dial 
: —for easy and accurate tuning. 
ine 8-Point Tuning Drive 
—smooth running, permanent adjustment. 


5 Tuning Stages 
—maximum selectivity and fidelity of tone. 
7 Useful Tubes 
—for tone, volume and distance. 
Litz~wound Binocular Coils and tube isolating circuits give uniform 
selectivity and signal strength. Shielded metal deck—totally con- 
cealed — wiring—Colortone with full tone range—cabinet of 
selected butt grain walnut, French marquetry inlay panel of ex- 
quisite design and workmanship. 


Grebe Synchrophase Fives 


Special features provide exceptional tone quality, selectivity and 
distance : Colortone —'one, two or three-dial control at will— 
power tube operation—complete wave-length and broadcast range 
—Litz-wound Binocular Coils. 


Grebe 20-20 Cone. 


A marked advance in quality sound recreation with all the color 
Grebe 20-20 Cone of complete reproduction of high and low notes—reduction of 
$ second harmonics—freedom from “paper rattles’ —heavy mounting 

35 base insures stability—-20” in diameter, 20° angle, bronze finish. 


Grebe Socket Power 


Type 671—Reliable, self-adjusting “B” and “C” power supply— 
quiet—ample voltage for 180-volt power tube—for 5 and 6-tube 
receivers and the Synchrophase Seven—durable, fool-proof, shielded 
and sealed against tampering. 


A. H. Grebe 5 Co., Inc., 109 West 57th Sreet, New York City 
Factory: Richmond Hill, N. Y. Western Branch: Los Angeles, Calif. 


The oldest 


| in A « exclusive radio 
Grebe B &C Socket Power ‘e The manufacturer 
hare IBIS. 
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andl Grebe Synchrophase Seven $7 3 5 





foe %: Grebe 
Complete line on exhibition at R. M. A. Trade Show, Chicago, June 13th to 18th Synchrophase Five ‘9 5 
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HARDWARE AGE 


June 9, 1927 


Staple Lines Steady Despite Backward 


(Cincinnati office of HARDWARE AGE) 


ALES of Cincinnati hardware jobbers during May fell consider- 
ably below expectations, the cold and rain being largely re- 
sponsible for the curtailment of buying on the part of the re- 


tail trade. 


Comparison with May, 1926, shows that bookings in 


the past month were less than those a year ago, but gains made in 
the first four months of 1927 offset the loss suffered in May. 
One of the encouraging signs is the steady movement of staple 


merchandise. 


This indicates that there is nothing fundamentally 


wrong with business and that a steady period of good weather will 
bring out a better demand for seasonal items. 
Aside from a 5 per cent advance in the price of screws, quotations 


remain substantially the same as two weeks ago. 


The recently 


established schedule on builders’ hardware is holding well. 

Inquiry in the retail trade reveals the fact that stocks are-fairly 
well rounded out and are sufficient to meet current requirements. A 
fair number of orders are being placed with jobbers, but practically 
all of them are for prompt delivery rather than for shipment at a 


later date. 


AUTOMOBILE ACCESSORIES. 
—Business in the past two weeks has 
been fairly good, and there has been a 
further improvement in the demand for 
tourists’ equipment. Frices are hold- 
ing up well on all items. 


We quote from Cincinnati jobbers’ 
stocks: , 
Luggage Carriers. Light weight, 
65c. each: 60c. in lots of 10; heavy 
weight, 80c. each; 75c. in lots of 10 
High Lustre Automobile Polish.— 
%-pt. size, $4 per doz.; 1-pt. size, 
$8 per doz.; 1-qt. size, $12 per doz. 
Ford Replacement Springs.-——7-leaf 
front spring, $1.25 each; 8-leaf front 
spring, $1.45 each: 9-leaf front spring, 
$1.95 each; 9-leaf rear spring, $4.55 
each: 10-leaf rear spring, $4.90 each. 
BUILDERS’ HARDWARE.—Business 
has been spotty and the dearth of res- 
idential building has cut deeply into 
the sale of this commodity. Prices are 
firm and unchanged. 
e quote from Cincinnati jobbers’ 
stocks: 
Sash Weights.—Sash weights, $1.75. 
Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 
CAMP STOVES.—Retailers are start- 
ing to move stock, and sizable sales 
have been made by local jobbers in the 
past two weeks. 
We quote from Cincinnati jobbers’ 


stocks: 
Coleman No. 2, $8.50 each; Coleman 


No. 9, $6.25 each. 


GARDEN TOOLS.—There has been no 
noteworthy change in this item. 
We quote from Cincinnati jobbers’ 


stocks: 

Hoes. —Iowa socket hoes, 6%-in., 
$9.96 per doz.; Iowa cotton hoes No. 
P6%, 4% in., $7.37 per doz.; lowa 
planter hoes, No. P6%, 4%-in., $7.95 
per doz.; Iowa weeding hoes, No. 
2P, $4.80 per doz. 

Rakes.—No. 14SM, $5.64 per doz.: 
No. 314 Iowa, $9.84 per doz.: special 
competition steel, 14-tooth, $4.50 per 


doz. 

Spades.—No. JOW, $21.12 per doz.; 
No. OHW, $19.80 per oz.; No. 
OLDSP, $10.80 per doz. 


GALVANIZED SPRINKLERS. — A 
fair demand has been evidenced by re- 














tailers, but the amount of material 
shipped by local warehouses this spring 
has not been impressive. 

We quote from Cincinnati jobbers’ 
stocks: 4-qt. sprinkling pots, $5.50 
per doz.; 6-qt. sprinkling pots, $6 per 
doz.; 8-qt. sprinkling pots, $7.10 per 
doz.; 10-qt. sprinkling pots, $8 per 
doz.; 12-qt. sprinkling pots, $9.50 per 
doz.; 16-qt. sprinking pots, $11.75 per 
doz. 


HOSE ATTACHMENTS.—Sales have 
been holding up fairly well in view of 
the fact that the season is well ad- 


vanced. 
We quote from Cincinnati jobbers’ 
stocks: 
Diamond nozzles, $3.60 a doz.: Pet 
nozzles, $4.90 a doz.; Gem nozzles, 
$5.50 a doz. 


ICE CREAM FREEZERS.—Business 
in this line still is slow, but improve- 
ment is anticipated in the immediate 


future. 

We quote from Cincinnati jobbers’ 
stocks: 

White Mountain.—1l-qt., $2.43 each; 
2-qt., $2.83 each; 3-qt., $3.38 each; 
i-qt., $4.13 each; 6 qt., $5.23 each; 
S-qt., $6.75 each. 

Arctic.—l-qt., $2 each; 
each: 3-qt., $2.78 each; 
each: 6-qt., $4.30 each; 
each. 

Peerless.—1-qt., $2.95 each; 2-qt., 
$3.45 each: 3-qt., $4.10 each; 4-qt., $5 
each: 6-qt., $6.30 each; 8-qt., $8.20 
each. On all sizes of Peerless a dis- 
count of 25 and 10 per cent applies 
on the above prices. 


LAWN MOWERS.—Sales of this prod- 
uct have been so good this year that 
iobbers have been kept busy replenish- 
ing the stocks of their customers. 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap Grade.—12-in.. $5 each; 14- 
in., $5.20 each; 16-in., $5.50 each. 

Ball Bearing.—14-in. medium grade, 
$8 each; 14-in. good grade, $9 each; 
14-in. best grade, $11 each; 16-in. 
medium grade, $8.25 each; 16-in. 
good grade, $9.35 each; 16-in. best 
grade, $11.50 each: 18-in. medium 
grade, $8.60 each: 18-in. good grade, 
$9.75 each: 18-in. best grade, $12 
each. 


2.30 
$3.40 
$5.55 


2-qt., 
4-qt., 
8-qt., 


Reading matter continued on page 72 





Weather in Cincinnati Market 


LAWN HOSE.—This item continues to 
move at a moderate rate. 


We quote from Cincinnati jobbers’ 
stocks: 

Leader Hose.—'%-in., $7.75 per 100 
ft.; Red Dandy, %-in., $11.50 per 100 
ft.; molded hose, %-in., on reels, 
$10.50 per 100 ft. 


LAWN SWINGS.—There has been a 
pick-up in demand during the past few 
days, and sales in the next two weeks 
are expected to be good. 


We quote from Cincinnati jobbers’ 
stocks: 

Standard lawn swings, $7.75 each; 
extra heavy lawn swings, $9.50 each. 


PAINT.—Bookings during May were 
heavy, and the spring season is prov- 
ing to be one of the best on record. 


We quote from Cincinnati jobbers’ 
stocks: 

Ready mixed house paints, $2.75 
per gal.; linseed oil in single barrels, 
87c. per gal.; turpentine in two-bar- 
rel lots, 68c: per gal.; white and red 
lead in 500-lIb. kegs, 14%c. per Ib., 
less 10 per cent. 


POULTRY NETTING.—tThis item con- 
tinues to bring forth good orders from 
the retail trade in the form of fill-in 
requirements. 


We quote from Cincinnati jobbers’ 
stocks: 

Poultry netting galvanized after, 
50 and 10 per cent off list; poultry 
ne me | galvanized before, 60 per cent 
oO ist. 


ROOFING MATERIAL.—A further 
improvement in this commodity has 
been registered. Prices are firm and 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light standard, 
$1.05; medium standard, $1.30: heavy 
standard, $1.55; light Holdfast, $1.35; 
medium Holdfast, $1.60; heavy Hold- 
fast, $1.90; K ‘red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, $25c. per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 
Ib. 12c.: in 5 Ib. cans, 9%c. per Ib.; 
in 10 Ib. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per Ib. Certain-teed 
cement, 36 Ib. to the case, $4.25 per 
case; in 5 Ib. cans, 12 cans to the 
box, 8%c. per Ib.; in 10 lb. cans, 6 
cans to the box, 7%c. per Ib. 


SCREEN DOORS AND WINDOW 
SCREENS.—Reorders have come into 
offices of local jobbers at a fair rate. 


We quote from Cincinnati jobbers’ 
stocks: 

Screen Doors.—No. 241, $17.60 per 
doz.: No, 281, $18.65 per doz.; No. 314, 
$25 per doz.; No. 355, $34 per doz.; 
No. 315, $31.40 per doz.; No. 315 gal- 
vanized, $32 per doz. All of the above 
quotations are on the size 2-ft. 10- 
in. x 6-ft. 10-in. 

Window Screens.—No. 1833, $3.85 
per doz.: No. 1833 galvanized, $4 per 
doz.: No. 2433, $4.50 per doz.; No. 
2433 galvanized, $4.75 per doz.; No. 
3037, $6.20 per doz.; No. 3037 gal- 
vanized, $6.55 per doz.; No. 18 steel 
screens, $4.85 per doz.; No. 24A steel 
screens, $6.15 per doz.; No. 30, $7.65 
per doz.; No. 30A, $8.50 per doz. 
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LANNON BALL 
BEATS EM ALL 


No Wonder—No building is better than its doors. The door 
is the only part of a building that works and no door is 
better than its hangers. 


Any closed track protects hangers from weather, dust 
and birds but from there on Cannon Ball wins in 


















a walk. The track is 13-gauge hard steel. MAKE HEAVY 
Won’t bend. Can’t twist out of line at DOORS RUN 
joints. Self cleaning—no flat or grooved surface LIGHT 















at the bottom of the track to gather con- 
densed moisture, dust and rust to block 

the wheels or make them run hard. 
Hangers under-slung. Ball wheels 
of hollow pressed steel stay at 
the bottom of the round 

track. Never have to 
be guided—never 
rub the sides of 
the track. 












CANNON 
BALL 
HANGERS 
Bring doors close up 
to the bottom of the track. 
Three adjustments: One for 
thickness of doors; one to set doors 
in or out; and one up or down. 


TRACK IN ANY LENGTHS 
Holes to oil hangers. All Styles of Brackets 
for single or parallel tracks fastened to side wall 
or ceiling. Storm cover if wanted. 

Builders who know say it is the easiest to put up. 


Special hangers and fittings 


A for Hunt-Helm-Ferris & Co., Inc. 
aaa garage doors. Albany,N.Y. Harvard, Ill. San Francisco, Calif. 
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HARDWARE AGE 


June 9, 1927 


Seasonable Goods Moving Better in New 
England Market, Thanks to the Sunshine 


(Boston Office of HARDWARE AGE) 


It has 


not been warm in New England so far this month, but the 
sun has been out most of the time; things in the garden are 
growing; people who had made up their minds they would not paint 
the house until fall have changed their minds; lawns and shrubbery 
are beautiful; flowers are developing wonderfully; rose bushes are 
beginning to produce buds; and, the retail hardware dealer is sell- 


R= NING true to form June sunshine is making good. 


ing more merchandise. 


He is buying goods, too, but in a more 


guarded way than ever because, like the fellow from Missouri, he 
wants to be shown that we are to have a lot of sunshine and happy 
money spending people this month. As might be expected under 
the circumstances, current placing of orders with jobbers is largely 
confined to seasonable goods, lawn accessories, garden tools, seeds, 


sprays and sprayers in particular. 


There is, however, an underlying current of optimism in retail 
channels, and that fact is beginning to make itself felt in the placing 


of business for next fall’s 


requirements. 


There is something more 


than sunshine back of all the good feeling that is beginning to per- 


colate in trade circles. 
not carry straw hats. 


In the first place the hardware dealer does 
That’s a help. 


In the second place, New 


England industries, with the possible exception of her woolen goods, 
are beginning to perk up. More people are being employed at longer 


hours. 


Then, too, the banks, because of the liquid condition of 


funds and the exceptionally high prices quoted for securities in gen- 


eral, are more inclined to lend an ear to the out-and-out business 


man. 
rates are reasonable. 
situation. 


AUTOMOBILES.—There is a slow ex- 
pansion in retail buying of toy auto- 
mobiles, largely by the trade located in 
cities. Buying is conservative, how- 
ever, most dealers preferring to keep 
their stocks complete rather than to 
increase them. 


We quote from Boston jobbers’ 
stocks: 

Automobiles.—Juvenile, Ace, $6 each 
net; Velie, $7.25; Hudson, $8.75;°Max- 
well, $10; Peerless, $13; Oldsmobile, 
$16.50; Buick, $20; Roamer, $22.50; 
Paige sport, $35. 63; Rolls Royce, $45; 
Marmon, $28.44. 

Dump Trucks. —Kiddie, $8.69 each; 
Bull Dog, $15.25; Heavy ‘Duty, $22.50. 

Gear Novelties.—Fast Mail, $10.50 
each net; Speed boat, $14.38; Air Mail, 
$7.19; Fire Department, $7.81; Fire 
Chief, $11.88; Fire Tower, $30; Stop 
and Go Signal, $8.88. 


AXES.—Jobbers are beginning to line 
up axe business for fall and winter 
retail wants. It is believed that the 
fact prices are the same as a year ago 
will speed up advanced bookings. 
We quote from Boston jobbers’ 
stocks: 
Axes.—Standard makes, without 
handles, $14.50 per doz. net. The 


wanes extras for weights and handles 
obtain. 


BARBED WIRE.—Boston jobbing 
prices on barbed wire, factory ship- 
ments, have been revised downward. 
Sales for factory shipment are small 
at this season, but there is a moderate 
movement, in small individual lots, out 
of store. The store price remains as 


It’s easier to borrow money than heretofore, and borrowing 
That makes for a generally easier credit 








heretofore. Revised factory prices 


follow: 


We give quotations made by Bos- 
ton jobbers: 

Barbed Wire.—From factory, 80- 
rod reels, in less than car lots, $3.05 
per reel net; in car lots, $2.96, f.o.b. 
factory. Galvanized two ply twisted, 
80-rod reels, in less than car lots, 
$2.55; in car lots, $2.44. 


BATTERIES.—AIll kinds and makes of 
batteries are selling well. The cool 
spring has stimulated the use of radios 
to a far greater extent than ever be- 
fore, and that fact naturally is reflected 
in battery sales. It has been the best 
year to date on record in jobbing radio 
battery sales. 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 60, 32%c. each, (freight 
allowed. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97: No. 1662M, $2.34. In less than 
barrel lots. No. 1461M, ; No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
i. each net. B batteries, in — 

' Oo. 

. Storage bat- 

9.75 each net: 6 to 11, 
Radio, No. 


teries, 6 to 9, 

$11.10; 6 to 13, $13.05. 

486, $5 list. 
BOYCYCLES.—tThere appears to have 
been quite a revival in Young Amer- 
ica’s interest in boycycles and bicycles 
during the past few months. Retail 
dealers are buying cautiously, but much 
more often than they did a year ago. 





We quote from Boston jobbers’ 


stocks: 
Boycycles.—Columbia line, 
$8 each net; No. 42, $9.75; 
$11.50. 
BUTTS AND HINGES.—In certain 
New England localities home and gen- 
eral construction has been held up to 
a certain degree by demands of car- 
penters for more than $10 a day. Gen- 
erally speaking, however, building is 
on the increase and indications are that 
June construction reports will make a 
credible showing. All kinds of build- 
ers’ hardware therefore should sell well 
this and next month, at least. 


We quote from Boston jobbers’ 
stocks: 

Butts and Hinges. — Standard 
makes, in case lots, of one size, one 
finish and delivery at one time, 3% 
x 3% in., 18c. per pair net: 3 x 3 
in., 18c. In less than case lots, 3% 
x 3% in., 32c. per pair list; 3 x 3 in., 
3l%c. Discount, 33% per cent. 


CARPENTERS’ APRONS.—Although 
a small item so far as the average re- 
tailer is concerned there appears to be 
a sizable movement of carpenters’ 
aprons out of stores. At least recent 
bookings by local jobbers strongly sug- 
gest so. 
We 
stocks: 
Aprons.—Carpenters’, 30c. each net. 
CROQUET SETS.—Continued encour- 
aging reports are had here from job- 
bers regarding sales of croquet sets. 
There is no discounting the fact that 
people of today enjoy outdoor games 
of all kinds and for mild exercise there 
is none much better than croquet. By 
experts it is considered fully as excit- 
ing as some of the more strenuous 


sports. 

We quote from Boston jobbers’ 
stocks: 

Croquet Sets. — Standard makes, 
5% in, mallet, 4-ball, No. 0, $2.38 per 
set net; No. H, $2.75; 8-ball, _ , 
$3.38: 6-in. mallet, 8-ball, $4; 
8-in. mallet, 4- ball, No. "AS. Ne. 50; 
No. AA, $5.75. 


No. 41, 
No. 48, 


quote from Boston jobbers’ 


CUPS.—Last year, June was an excep- 
tionally hot month and numerous retail 
hardware dealers built yp quite a 
drinking cup busimess. These same 
dealers are now ordering goods they 
expect to sell in June, July and August. 


We quote from Boston jobbers’ 
stocks: 

Cups.—Drinking, American Ther- 
mos line, No. 82, four cups to set, $1 
per set list. Discount 25 and 10 per 


cent. 

FANS.—Certain of those retail dealers, 
who heretofore have put off placing 
orders for electric fans, are doing so 
now. There is not much real pep to 
business, but it is sufficiently better 
than a fortnight or so ago to cause 
comment in jobbing circles. 


We quote from Boston jobbers’ 
stocks: 

Fans.—Electric, Polar Cub, Junior, 
6-in., in lots of less than 12, $3 
each, net; 12 =. more. $2.85; 8-in., 
less than 12, $3.20; 12 or more, $3. 
Senior, , ae " 10- in., less than 
six, $7 each; six or more, $6.65; sta- 
tionary, less than six, $4.6@; six or 
more, 
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Kitchenkook is a Revelation 


K ITCHENKOOK possesses all the desirable features you have 

sought, but which you have failed to find in liquid fuel 
stoves. All burners ready in one minute from the scratch 
of the match—turn on or off as wanted, just like gas. Unequalled 


in range and uniformity of heat, Kitchenkook is recognized 
as the ideal stove for perfect baking. 


Kitchenkook advertisements, like the Farm Journal ad 
shown above, appear also in Saturday Evening Post, Country 
Gentleman, Farm & Fireside, Successful Farming, Farmer’s Wife 
and other magazines, bringing the facts about this better, faster 


stove to millions of readers every month. You will be interested 
in our exclusive dealer plan. 


American Gas Machine Co, Inc. 
Factory, Albert Lea, Minnesota 


Eastern Branch: 78 Reade Street, New York 
Western Branch: 238 Chronicle Building, San Francisco 


HARDWARE AGE 
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The American Line provides 
| acomplete gas lighting, cook- 
, tng, heating service for homes 
without city gas. 


KITCHENKOOK NO. 855 


Has a large, roomy, built-in low oven, 
match lighter, built-in air pump, pressure 
and fuel gauges; heat indicator in oven door. 
One generator supplies all burners. This 
Kitchenkook and 15 other attractive models 
are shown in the American catalog. Write 
for your copy. 
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FLY PAPER.—The stay-laters likewise 
are getting in under cover on their fly 
paper, tanglefoot, spray and sprayers 
needs. It has been wonderful fly breed- 
ing weather the last few months, and 
a few really hot days will certainly 
bring out public demand for destroyers 
of this pest. 
We 
stocks: 
Fiy Paper.—8 x 14-in., in case lots 
(five cartons), $5.50. 
Sprays.—* pts., $4 per doz. 
pints, $6; quarts, $10; gallons, 
Sprayers. — Standard makes, 
per doz. net. 
Ribbon.—In case 
tons), $3.50 net. 
Tree Tanglefoot.—1- lb. can, 


per doz.; 5-lb. can, $22 per doz.; 

Ib., $42; 25- lb., $96. 
FREEZERS.—Up to recently weather 
conditions have been decidedly against 
the sale of freezers. Retailers, not 
heretofore covered, are showing an ex- 
panding interest in such merchandise, 
and sentiment in local jobbing circles 
is more optimistic than it perhaps has 
been before this year. ; 

We 
stocks: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qat., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Gray a Freezers.—1 aqat., 
$3.35 each; 2 $3.90 each; 3 qt., 
$4.65 each: 4 _ $5.75 each: 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at. 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 aqt., 
$13.50 each, and 10 at., $18 each. 
These are list prices and are sub- 
a to dealers’ discount of 50 per 
cen 

Auto-Vacuum Freezers. — No. 
$3.33 net; No. 2, $4 net: No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33'4 per cent off list. 

Acme Freezers. — Bright, 
tapered, 2 qt., $8 per doz.; same 
size, enameled-galv., $10 per doz.: 
{ qt. size, enameled- galv., $18 per 
doz., and 1 qt. size, Junior enameled, 
$4.80 per doz. These are net prices 
to dealers. 

Arctic Freezers.—1 qt., $4: 2 at. 

qt., $ 


$23.30. These are 
Jobbers quote dealers’ 
discount of 50 per cent off this list. 


GARAGE HARDWARE.—Garages 


continue to spring up like mushrooms 


quote from Boston jobbers’ 


net; 
$32. 
$2.80 


(four car- 


$4.80 
10- 


lots 


quote from Boston jobbers’ 


galv., 
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over night throughout New England. 
In Massachusetts, the registration of 
automobiles is ahead of last year de- 
spite the fact that insurance is now 
compulsory and in spite of the fact 
that autoists are heavily taxed in this 
State. Garage hardware is selling well 
every day in the week, say jobbers. 


We quote from Boston jobbers’ 
stocks: 

in small 

1776J, $2.25 per pair net; in 

sets, $2.10. Holders, in 

small lots, $2.80 list, less 33% per 

cent discount; in large lots, $1.65 net. 


PAINTS AND SUPPLIES.—Those 
hardware fellows, who a week ago were 
quite blue over the paint situation be- 
cause of weather conditions, are talk- 
ing differently this week., Its wonder- 
ful what a difference a little sunshine 
will make in sentiment and _ sales. 
Things are coming back rather strong- 
ly in the paint line just now. 
Boston 


lots, No. 
lots of 12 


We quote from jobbers’ 
stocks: 

Ready 
net: 

Regular Colors.—Gallon containers, 
$3.10; W-gal., $3.25; %-gal. .40; 
pints, $3.70; 1% - pints, $4.30. 

Outside White.—Gallon venta: 
$3.30; %-gal., $3.45; %-gal., $3.6 
pints, $3.90; 1 - pints. $4.50. 

Inside White. — Gallon containers, 
$3.30; W-gal., $3.45; %-gal., $3.60: 
pints, $3.90; 1% - pints, $4.50. 

Dark Green. — Gallon 
$3.55; M%-gal., $3.70; %-gal., 
pints, $4.15; ™%-pints, $4.75. 

Permanent Green.—Gallon contain- 
ers, $3.55; “%-gal., $3.70; %4-gal., $3.85; 
pints, $4.15; %-pints, $4.75. 

Vermilion.—Gallon containers, $4.30, 
%-gal., $4.45; %-gal., $4.60; pints, 
$4.90; %-pints, $5.50. 


RADIO GOODS.—The Bigelow & 
Dowse Co., Boston announce they have 
been made exclusive New England 
agents for the hardware trade for the 
Bosch line of radio sets. They, as well 
as other jobbers, are beginning to book 
orders for all kinds of radio goods for 
fall delivery. 


We quote 
stocks: 


mixed paints, per gallon, 


containers, 
$3.85; 


jobbers’ 


Radio Sets.— Bosch line, 6 tube, 
table model, cruiser, No. 66, $97.50 
each list; 6 tube, Console model, No. 
76, $167.50: 6 tube, enclosed speaker, 
No. 76L, $187.50; tube, Console 
model, enclosed antenna and speaker, 
cruiser type, No. 57, $325; 5 tube, 
table model, Royal Console? $85: 5 
tube, table Console, Imperial cruiser, 
$1.40. Discount, 40 per cent. 

Eliminators.—Bosch line, B battery, 
$42, list. A battery, $58. Discount, 
40 per cent. 


from Boston 
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> ppeakers. — Bosch line, concert, 
7.50. Discount, 40 per cent. 
gi — Cunningham, No. 

$2.50 each list; No. C12, 

C299, $2.25; No. CX299, 

CX300, $2. 50; No. CX301A, 

CX300A, $4; No. CX112, . 

CX316D, $7.50. Discount, 30 per cent. 


REFRIGERATORS.—A lthough the 
hardware trade is having stiff competi- 
tion from department and furniture 
stores, and although the new iceless 
kinds are cutting in noticeably, the 
common everyday refrigerator busi- 
ness, so far as the retail hardware 
dealer is concerned, is beginning to 
perk up somewhat. After all is said 
and done, it takes a long series of 
years to make up in the cost of the old 
reliable ice the cost of the new iceless 
refrigeration installation, and a lot of 
people still believe in that theory. 


We quote from Boston jobbers’ 
stocks 
Refrigerators. —Eddy line in lots of 
less than five, 50 per cent discount. 
Prices range from $24.50 to $170.50 
each list. 

Refrigerator Tools.—Awls, $11*per 
gross; picks, $1.58 and $6. 18 per doz. 
net. 


RUBBER BALLS.—Local jobbers con- 
tinue to build up quite a business in 
rubber balls. By some of them it is 
claimed that retail dealers are making 
larger profit in such merchandise than 
ever before. It is added that profits 
collectively are small, but that every 
little helps. 


We quote from Boston 
stocks: 

Rubber Balis.—Inflated, Red Star, 

2-in., No. 8174, 42c. per doz. net; 

No. 8172, 42c.; 

- B-in., No. 8576, 

, $8 Return, 1%- 

. Junior baseball, 

No. 888, 80c.; League baseball, No. 

88, $1. 50; Educational, No. 8399, $2; 

assortment No. 8010, one dozen, $2. 50; 

No. 8025, thirty- four balls including 
display stand, $11.50. 


SCREWS.—New prices on wood screws 
recently put into effect by local jobbers 


are herewith given. 


We quote from 
stocks: 

Wood Screws. — Flat head bright, 
75, 20. 10, 10 and 10 per cent discount; 
round head blued. 72%, 20, 10, 10 and 
10 per cent: flat head lrass, 72%, 20, 
10, 10 and 10 per cent discount; 
round and oval head brass, 70, 20, 
10. 10 and 10 per cent discount: flat 
and round head nickeled iron, 65, 290, 
10, 10 and 10 per cent discount: flat 
and round head nickeled brass, 67%, 
20. 10, 10 and 10 per cent discount: 
flat and round head galvanized. 60, 
20, 10, 10 and 10 per cent discount. 


jobbers’ 


3oston jobbers’ 








New Hammerless Shotgun of 
J. Stevens Arms Co. 


Sportsmen everywhere will be interested 
in the new “Stevens-Browning” 
less repeating shotgun, recently presented 
to the trade by the J. Stevens Arms Co., 
Chicopee Falls, Mass. 


= 


It is of take-down type, hammerless 
action with a visible locking bolt and 
safety firing pin. The sliding breech 
travels in a straight line backward and 
forward, eliminating any of the usual 
curve. 

It is of 12 gage and uses any standard 


| factory loaded shell up to 234 inches. 





The 
“Stevens-Browning” holds six shots, one 
in the chamber and five in the magazine. 


_ The receiver is drop forged and the breech 
hammer- | 


solid. Another feature is a pistol grip 


| with a stock of checkered walnut. 


Add Screw Driver Units 
to Husky Wrench Line 


A complete line of Screw Driver Units 
has been brought out by Husky Wrench 
Co., Milwdukee, Wis. In this unit there 
are four sizes of extra short screw driver 
bits, three sizes of interchangeable socket 
screw drivers and four lengths of All- 
Metal Speed screw driver handles. All 
units are designed for heavy duty work 





and can be used with all other Husky 
Wrench Handles. 





O=<=> 088 


Fa a 
SCREWDRIVER 
i BITS 
o= == _ 
SOCKET 


reenter ee 


SPEED SCREWDRIVER 
HANOLES 











Screw driver bits are properly shaped 
to fit the slots of wood screws, fillister 
heads and all other slotted screws. They 
are hand forged of tough alloy steel, heat 
treated and nickel plated. 
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Know the facts about 
ACCO No.8 Sash Chain 


Hardware dealers who sell ACCO No. 8 Sash Chain soon consider 
it a staple item. It fills the growing demand for a permanent 
steel chain window suspension— for windows that have pulleys, 
weight and sash provisions for old fashioned cord. 


Read the advertisements shown above. They appear in the June and 
July issues of ‘“‘Better Homes & Gardens,” explaining ACCO No. 8 
Sash Chain to hundreds of thousands of home owners. Tell your 
trade about this modern and easy method of hanging windows—using 
the same pulleys, weights and sashes without alterationsof any kind. 

Ask your jobber to send you a few bags of ACCO No.8 Sash Chain 
ACCO No. 8 Sash Chain —or write direct for full information. 


comes in 100 foot lengths, 
packed in a substantial 


cloth bag, including a suffi AMERICAN CHAIN COMPANY, Inc. 
attaching the chain to sash BRIDGEPORT, CONNECTICUT 
and weights — convenient In Canada: Dominion Chain Company, Limited, Niagara Falls, Cntario 


for use on the job. 


ACCO 


o.8 Sash Chain 
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Month of May Better for Pittsburgh 
Jobbers Than Was — 


(Pittsburgh Office of HARDWARE AGE) 


hardware jobbers than most of them expected it was going 


M vr proved to be a good deal better month for Pittsburgh 


. to be in view of the fact that it was a month of constant 
rains, and in passing it did not seem as though the sales were 


amounting to much. 


It is the same old story. Unless jobbers are 


making big sales and a lot of them they think business is not good, 
but when the record is checked up it usually shows that the aggre- 
gate of numerous small sales is approximately the same as a few 


large ones. 


What is true of the hardware business is true of all 


business; consumers and distributers are buying merely their re- 
quirements and to be satisfied with business jobbers must acquire 
a mental attitude that makes constancy of demand as desirable as 


large purchases made at .infrequent intervals. 


If hardware job- 


bers alone had to contend with hand-to-mouth buying they would be 
justified in the complaint that business is not what it was in the old 
days, but there is probably not a business of any size in the country 
today that is not running in the same channels. 


ALCOHOL.—It looks very much as if 
denatured alcohol prices would be ma- 
terially higher on next winter’s re- 
quirements, largely because of the 
damage done by Mississippi River flood 
in the Louisiana sugar belt. No small 
part of the production of industrial 
alcohol is distilled from  blackstrap 
molasses and that promises to be very 
costly as a result of the damage done 
the sugar crop. 


AWNING HARDWARE.—A wning 
makers are busy and the department 
store sales of ready-made awnings are 
heavy. The result is an active market 
for the hardware. Jobbers quote: 
Eye ends, % in., $5 per 100; % in., 
$8; clamps, % in., $6. 50 per 100; % in., 
$8; hinges, $3.50 per 100. 

BATTERIES.—tThere is still a good 
demand for radio batteries, although 
the leading maker of radio sets is re- 
ported to be making ready to introduce 
an alternating current set, which is to 
be attached to an electric light socket 
and obviates the necessity of batteries. 
The consoling thought is that there are 
millions of sets in use, which will not 
be scrapped and which need batteries 
to be operated. Flashlight batteries sell 
very steadily. Jobbers quote: 


Broken Unit 
Packages Packages 


No. 6 dry cells, , ignition type unit 
packages, 32c. 
Flashlight.—No. 
No. 950, 9 3 


1661. $2.3 


BOLTS, N —_ AND RIVETS.—There 
is something of a hitch in the primary 
market over the question of prices. 





Manufacturers are not finding their 
specifications as large as_ recently 
against second quarter contracts, which 


carry prices below those now quoted, 


and some of them are getting a little 
uneasy and shading is reported. Job- 
bers are keeping up the fight against 
the extra charge of 10 per cent of 
broken cases of bolts and nuts. Job- 
bers report demand steady, but for 
small lots. They quote: 

Boits.—All styles except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list 
x. Nuts.—aAll ~~ 62% per cent off 

a a $3.50 base, per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Home 
building within the corporate limits of 
the city is on a rather restricted scale, 
but it is fairly heavy outside of the 
city and there is still a steady if not 
active demand for builders’ hardware. 
A strike of the bricklayers has stopped 
work on a good many of the Pittsburgh 
building projects, but the idea is com- 
mon that the suspension will be of brief 
duration, since the bricklayers want an 
advance in face of the fact that other 
building trades unions accepted the 
1926 scales. The bricklayers want 
$13.60 per day and a five-day week, as 
compared with $13 and a 5%4-day week 
under the agreement which expired 
May 31. Master builders have refused 
these demands. Jobbers quote: 
Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 


lots, 3 in. x 3 in., $17 per 100 pair; 
3% in. x 3% in., $17.50; 4 in. x 4 in., 
$27.50. 


Hinges.—Heavy strap, 6 _ S Si. 47 
per doz.; 8-in., $2.47; 10-in 
extra heavy, T, 6-in., $1.87 pe : 
8-in., $3.18; 10-in. ge light strap, 
with screws, packed one pair in 
box, 3-in., $9.27 oi 100 pair; 4 eg 
$11.20: Hehe, in., $10.67 per 106 
pair; 4-in., 

without 


Hasps. — es screws, 
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— dozen lots, 3-in., 64c. per dozg 

4% in., 76c.; 6-in., $1: safety, 3- in 
ee ge per doz. ; 4%4-in., $1.14; 6-in., 
1.60. 


Garage Sets.—Swinging hinges, 10- 
in., $2.50 per set. 


GARDEN AND LAWN SUPPLIES.— 
Frequent rains have brought the grass 
up rapidly and there has been a brisk 
demand for mowers, but the gain in 
that direction has been offset by a loss 
in hose and sprinkler sales. Jobbers 


quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per dozen; 
spading forks, $10.80 to $21 per 
doz.; haying forks, 3-tine, first qual- 
ity, $12.75 per doz.; German hoes, No. 
3-0, $7.20 per doz.; " scythes, $12 to $25 
per doz.; snaths, $10.50 to $15 per 


doz. 


SCREEN WIRE GOODS.—tThere is no 
perceptible letdown in the demand for 
wire cloth and a very satisfactory sale 
of screen doors and windows is re- 
ported by jobbers here who quote: 


Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.10; bronze, 14- mesh, 0. 

Doors —Walnut stain, 2 ft. 8 in. x 
. 8 in., % in. x 3 a 
OZ. ; natural finish, % in., 
$23 .60, with galvanized both $22, * sub: 

ect to advances for larger ‘sizes 
steel bronze-plated wire grilles, "$18 
per doz. 

Windows. — Hardwood ———— 
No. 1233, $3. 20 per doz.; No. 1533, 
$3.70; No. 1833, $4; No. 2433, $4.75. 


WIRE PRODUCTS.—Jobbers here re- 
port a very fair movement of fence 
wire, woven wire fence and posts, but 
only a moderate demand for nails. The 
primary market is unsettled and 
irregular, but locally is giving a better 
account of itself than in some other 
markets. 
We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire 
(Per 100 Ib.) 


No. a to 9 gage 
No. 


Annealed Galvanized 


2-point 
2-point 
4-point 
4-point 


tle 
2-point cattle (special) 


Woven Wire Fence (per 100 


Steel Fence Posts: 


Galvanized 
tubular 


Painted 
formed 





38c. each 
40c. each 
45c. each 
keg, $2.85 





base, per 


7%-ft 
Bright nails, 
$2.90. 
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WHEELING 
NAILS 


Points That Mean Profit 


VERY operation in producing 
the steel, drawing the wire and 
forming Wheeling Nails is carried - 
out under one control and within 
the bounds of a single plant, insur- 
ing a single high standard of quality 
—uniformity in the finished product! 
Strength, bend-resistance, finish 
and long life— Wheeling “Mine to 
Market” manufacture insures these 
essentials! 
It will pay to get Wheeling Nails 
when ordering from your jobber. 


WHEELING STEEL CORPORATION 
Wheeling W. Va. 





Wheeling Barbed Wire 


Full gauged strands, heavy, uniform 

coating of pure zinc, clean-cut and 

tightly clinched barbs, neatness and 
convenience of heavy wire reel—these are fea- 
tures that readily identify Wheeling Barbed 
Wire and make it a source of worthwhile profit 
to your business. 


“From Mine @\ to Market” 














STEELY 
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New York Jobbers Very Busy 


Handling Replacement Business 


On Spring Hardware Merchandise 


RESS time finds New York hardware jobbers very busy handling 

replacement orders on garden tools and other spring hardware. 

The seasonal weather of the past week stimulated a very active 
consumer demand for these lines which was quickly reflected in the 
wholesale market. Until the weather improved spring lines had been 
very slow. Local wholesale stocks on spring goods are fair. 

Staple lines continue to have a consistent call with prices uniform 
throughout this section. Collections are fair. Those handling plumb- 
ing supplies have enjoyed a good volume since the cessation of the 
plumbers’ strike At press time there is rumor of another labor upset 
in this field which may curtail business should the strike materialize. 
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Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dles, with 4 oval 15 in. heavy tines, 
$2.20 each. All of these manure forks 
are packed 6 in a bundle. 


Garden Hose, Etc. 


Molded, 1 ply, 50-ft. Lt ge 10%c. 
per ft.; same, 2 ply, 10%c. per ft.; 
molded smooth, 2 ply, 10%c. per ft., 
and wrapped, 5 ply, 9%c. per ft. In 
25-ft. lengths each grade is ‘%c. 
higher per foot. 

Hose couplings. 
$1.30 per dozen; 
dozen. 

Hose menders, 
dozen; 


Sherman brass, 
perfect, $2.00 per 


Cooper, 75c. per 
perfect clinch, 75c. per dozen. 


Scythes 


Grass scythes, $19.25 per dozen: 
Bush scythes, $17. 20 per dozen: Weed 
scythes, $17.20 per dozen; English 
riveted back, $21 per dozen; hay 
Knives, $16.50 per dozen. 

Scythe snaths, grass, $15.20 per 
dozen, and bush, $17.25 per dozen. 


Hose Nozzles 
Rainking, $12 per dozen; Diamond, 
$4.10 per dozen; Gem, $6.70 per dozen; 
Peoria, 35c. each. 
finish, 4% ft. Potato Hooks 


| each. . Solid steel, goose neck, bla 
| Garden hoes are packed 12 in a gold finish. “4h ft. oocer t mek: S08 
| 


Linseed Oil Shows Advance: 
Demand Reported Fair 


Card prices on linseed oil have | 

shown a steady advance for the past | 

thirty days. The June 1 list follows: Strapped ferrules, selected ash han- 
dies, bronzed and polished, 3 oval 12 

Linseed oil, in lots of less than 5 _ in. drop forged tines, with 5 ft. bent 

12.3c. per pound; in lots of 5 bbl. woe g: ag So with 6 ft. 
a é oe -« *% ° 

more, 11.9c. per pound. Calcutta lin- Hay forks are ‘packed 12 in a 

seed oil in bbl., 15.7c. pe ; bundle. 

; er pound Five per cent discount off all prices 

on spring goods in bundle lots. 





handle, S80c. to 88e. 


bundle ines ; 
dle, ve ile ‘ tines, $1.01 each. Same, with bent 
Warren type hoes, or She $1.18 head, polished and bronze finish, 4 
each. Scuffle type hoes, 89c. each. angular back tines, 94%c. each. — 
Hay Forks These are packed 12 in a bundle. 


N. Y. Demand Is Active 
for Bolts, Screws, Ete. 


Strictly staple lines such as bolts 
Sprinklers and nuts, screws, nails, etc., continue 
Sprinklers, Anaconda, $1.05 each; to have an active demand in the New 
Zenith, 85c, each; Ring, 56c. each: York wholesale hardware market. 
cf atti aaa Prices are fairly uniform throughout 
Caltivators this section and local stocks are ap- 

2 parently adequate. 


Floral cultivator, adjustable 3 
JOBBERS’ QUOTATIONS ba RE- 


Weather Improvement Stimu- 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft., ash han- TAILERS, F.0.B. NEW YORK 
Bolts and Nuts 


lates Sales of Spring 
59c. each: same with 5 forged 
Carriage bolts, % by 6 and smaller, 


dles, 5%9c. > 
Hardware steel adjustable prongs and 4% ft. 
: | ash handle, 84%c. each. 
The metropolitan area has had a/| Packed six in a bundle. ; 2 
50 and 10 off list. Larger, 50 per cent 
off list. 
Machine bolts, % by 6 and smaller, 


taste of spring weather, warm days Lawn Rollers 
without mapgs Consumer interest start- Waterweight lawn rollers, No. 2, 50 off list—larger to 1 by 30, 45 per 
ed immediately on the Tuesday follow- $9 each; No. 4, $10.70 each; No.5 cent off list. 1% to 1%, 30 off list. 

ing the three-day week-end holiday and ane “eB each: , No. fy omen SOR: me. - coach screws, % by 6 and smaller, 
sales on the full line of garden tools; * | ie cotee 50 per mr get oy tatleag 
and other spring, items have been very Steel Rakes ; eo ee as 
active. Due to the three-day holiday, Light weight, black finish, aah 


Boiled oil is 4/10c. extra per pound; 
double boiled oil is 5/10c. extra per 
pound, and oil in half barrel lots 7/10c. 
per pound additional. 


Screws 
Screws, flat head, bright, iron, 75- 
20-10-10-10-10. 
Round head, blued, 72%-20-10-10- 
0-10. 


nickel plated, 


brass, 


Round head, brass, 





These discounts apply to standard 
screw lists. In package lots an extra 
10 is allowed. 


Good Sash Cord Demand; 


Hose Reels 


‘ ‘ handle. 12 teeth, 45%c. each:/with 14 
during which time many people went teeth, 50c. each: with 16 teeth, 54%c. 
each. 
away, the trade lost the benefit of two Medium bronze finish, _ straight 
good days for selling. At press time teeth, 5% ft. ash handle. 33 teeth. 
the reflection of consumer demand has —— en: ee iiss Ph Pe iron, 
been very evident in the local whole- Steel bow rakes, curved teeth, pol- Flat head galvanized, 60-20-10-10- 
sale market. Jobbers report heavy ished bronze head, 5% it eat Randle. Fiat head, 72% -20-10-10-10- 
traffic in garden lines, requests for $1 each. s 
prompt shipments and plenty of rush Rakes packed 6 ~~ bundle. 70-20-10-10-10- 
orders all on replacement stock. Prices Mortar Hoes 
have been steady on spring hardware | aT ce pune 
and local wholesale stocks are fair. | 9 in. blade, $1.15 each. Same with 
; 2 holes and 10 in. polished steel 
JOBBERS’ QUOTATIONS TO RE.- blade, $1.15 each. 
TAILERS, F.O.B. NEW YORK: Mortar hoes are packed 12 in a 
bundle. 
Garden Hoes 
Black finish, 7 in. steel blade, solid 
shank, 4% ft. ash handle, 49c. each. 
Same with 6 in. blade, bronze finish, 
80%c. each; and with 7 in. blade, 
bronze finish, 81%c. each. 
Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63c. each. 
Meadow hoes, forged steel blade, 19 
gage, polished and bronzed socket 
shank, 4% ft. handle, 91%c. each. 
Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 
each. 
Onion hoe, square top, polished 
forged steel blade, 7 x 1% in., bronze 





Victor, $1.85 each: No. 2, $2.80 each: 
No. 10, $3.60 each; No. 20, $4.10 each: 
No. 30, $7.85 each. Detachable model 
to fit faucet, $4.10 each, and Reelezy, 
$1.50 each. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines. selected ash handle, 4-12 
in. tines, bronze finish, $1.53% each. 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules. steel capped 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-1? 
in. tines, $1.24 each. Same with 5-13 
in. tines, $1.52 each. 


Reading matter continued on page 80 





Local Stocks Satisfactory 


The demand for sash cord is consid- 
ered good in the New York market. 
Prices are relatively steady with quota- 
tions about as shown here. New York 
stocks are considered satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 


Sash cord, Samson spot No. 8, 72c.; 
Aetna No. 8, 26%c. to 27c., and 
Phoenix No. 8, 34%¢c. to 36c. 

No. 7 is lc. higher and No. 6 is 3c. 
higher on all brands. 
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Many Concentrate 100% on Our Products 


Hundreds of jobbers and dealers, large and small, handle our Screen Cloth, 
Hardware Cloth and Poultry Netting exclusively. Many have sold our 
products for 20 years and more. They find them highly profitable. 


A goodly number feature our Bronze Screen Wire Cloth which 
is guaranteed 90% copper and 10% zinc. The zinc gives maxi- 
mum tensile strength and permanently resists corrosion. We 
control every operation in the manufacture of all our 


Screen Cloth and Poultry Netting. 


Wickwire Bronze is made from Full Gauge Wire 
in 14, 16 and 18 mesh, in even widths 18” to 48”. 


100 lineal ft. to the roll. 
Your Jobber will supply you. 


WICKWIRE BROTHERS 


Bronze Screen Wire Cloth 





Our Other Brands Screen 
Cloth 


Cortland Black Enameled 
Cortland Gray-Wick 


Costs more than Steel 
Wire Cloth 


But— 
returns the difference in White Metal Finish 
service Wickwire Premier 
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Wrought Brass Lock Set 


In the Colonial School 
No. 3702 


Lock— 
6 x 334 x 34” 


Outgide Es- 


cutcheon Plate— 
104” x a 


Inside Es- 


cutcheon Plate— 
834 x 234 if 


Knobs— 
24x24" 


ah: 
i} 
|) 
| 

i | 
Ae 


Made of unusually 
heavy metal. Regular 
Finish — Dull Brass. 


On request—A booklet showing assortment 
of Eagle entrance door lock sets 


The Eagle Quality Line 
Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 
Wood Screws 


Eagle Lock Co. 
General Sales Office 
neo.wwy.s.pat.orr. 26 Warren St., New York co.mus.pat.om. 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford St., Boston, Mass. 


Works at Terryville, Connecticut 
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Builders’ Hardware Door by Door 


(Continued from page 52) 


or three pounds so it is quite important to select the 
proper size of balance for each sash if satisfaction is to be 
expected. 

Each double-hung window should have a sash fastener 
of the proper size to suit the sash. Extra wide windows 
are frequently supplied with two sash fasteners. Such 
fasteners serve the double purpose of locking the sash 
so they cannot be opened, and at the same time of draw- 
ing the two sash tight together to make them weather 
proof and to prevent their rattling. There is greater uni- 


6 © 


Fig. 10 Fig. 11 


formity in the style of sash fasteners in general use. than 
in almost any other item of hardware. The style shown 
at (3) is almost universally used. They are made in four 
sizes and of iron, steel or brass or bronze, so there is 
quite a wide range for choice. As there is at times quite 
a strain put upon a sash fastener it is poor policy to use 
too small and cheaply constructed a fastener—use one 
suited to the quality of the building and the work it has 
to do. 

When sash do not fit well in the frames they are apt 
to rattle and to let in a lot of air when there is a high and 
driving wind. To overcome this there is made a side sash 
fastener (4) that operates with a cam action and forces 






























































5-PALLADIAN WINDOW- BT 
“DOUBLE CASEMENT WINDOW 
RENCH DOORS: 
* | A*MULLION - 














Fig. 12 


the sash tight against the stop. These should not be nec- 
essary in a new house where it is reasonable to expect 
the sash to fit properly. 

Sash lifts may be either flush (5)—that is cup shaped 
let into the wood of the lower rail of the sash, or they 
may be of the hook (6) or bar (7) type screwed onto the 
surface of the rail. The flush kind, make a neat job, do 
not interfere with sliding screens placed on the inside, 
and they may be had in shape to match the design of the 
escutcheons used on the doors. While they have these 
three advantages, and serve their purpose quite satis- 
factorily, they are not, however, as effective for heavy 
use as the hook or bar kind. Hook sash lifts have the 
advantage of being the cheapest kind and are easily ap- 
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plied, but in dwellings the hem of the shades is apt to 
catch on the hooks. For large and heavy sash in public 
buildings the bar type of lift is generally considered the 
most practical for use and is inexpensive to apply. They 
may be had in several sizes so that one suited to the size 
of the sash may be selected. 

For windows in public buildings that are likely to be 
opened frequently for ventilation it is customary to sup- 
ply a sash pull plate (8) to be placed in the top rail of 
the upper sash, and for each room a pole of a length 
with which a person could easily reach the top of the 
windows. This pole should have on the end a “sash 
pull hook” (9) to engage in the sash pull plate so the top 
sash may be easily lowered or closed. 

In the better grade of buildings the sash beads or sash 

stops are secured in place with screws. For this purpose 
there are made several styles of “screws and washers.” 
Some are just a wood screw with a metal washer (10), 
either with a plain edge or with a beveled edge. There is 
no adjustment with these unless the hole in the wood 
stop is made elongated to permit the stop to be shifted 
slightly, the elongated hole being covered by the washer. 
There is another style made with a cup washer (11) 
having an elongated hole which allows the stops to be 
adjusted from side to side. For large windows or where 
the stops are screwed on all around it will require an 
average of a dozen screws for each window, but for 
smaller windows having the movable stops on the sides 
about eight screws for each window will usually work 
out all right. 
_ Specifications, especially for tall buildings, occasionally 
call for patented devices that will allow the sash to be 
reversed or otherwise handled to assist in their being 
cleaned. Some of these devices control the sash com- 
pletely while others are in addition to the hardware regu- 
larly furnished for double-hung sash. It is important to 
investigate this point carefully so there may be no mis- 
understanding as to the items of hardware necessary for 
the complete control of the sash. 

Sash weights and cord or chain are usually considered 
as “rough hardware” to differentiate them from finishing 
hardware. The subjects of Sash Weights, Sash Chain 
and Sash Cord were treated at some length on pages 
35 and 36 of “Builders Hardware from the Ground Up.” 
In that place the common rules for estimating were given 
sO a review will not be necessary here. 

At (12) is a group of illustrations of various types of 
windows with the common names for the several parts. 
This is taken from another paper but the name of the 
paper is not with the picture so due credit cannot be 
given. It looks good and a knowledge of these parts may 
be found helpful. 

Casement and pivoted sash will be considered in the 
next article. 





Clothes DO Make the Man 


Do not underestimate the value of good looking clothes 
to the salesman. They are one of the most effective 
ways of making a favorable impression upon people you 
meet in the store. A little care in the selection of hats 
that are becoming to your personality—harmonious com- 
binations in shirts and ties, all contribute to the pleasing 
result. This does not mean a lot of loud effects but 
quite the contrary—a careful study of what is demanded 
by good taste. It will be but a few days until people 
will be commenting on your neatness, and that never did 
anybody any harm. 











When Your Customers 
Enter Your Store 


They See This 


FREE SET of Donley 
Screen Door Guards 


They. Read 


Protect Glass and Screen 





—and Buy 


Because: This FREE SET attached 
to YOUR store Door 
shows them: 


I—How these guards protect the 
screen. 

2—-How they serve as push bars for 
the children. 

4—How they prevent bulging of the 
screen. 

4——How they reinforce the door. 

o—How they improve its appearance. 


They want the same protection for their doors 
at home. They buy at your store. Hundreds 
of enthusiastic dealers using this FREE SET 
are proving that fact every day. 


Measure the width of your door and order your F 
SET according to these standard sizes: 26, 28, 30. 32 
or 36 inches from center to center of screw-holes. 
Your Jobber will supply you or write us direct for list 
of Donley Jobbers in your territory. 


The Donley Mfg. Company 








Cleveland, Ohio 
ents 
A. M. GLUECK 4g W. B. BROWNE 
258 Broadway, 176 Market St., 
New York City Chicago, Tl. 
WALDO MILLS PTTKIN ALDEN GLAZE 
Coleman Adler Bldg., 143 Séonnd sty ate 
New Orleans, La. San Francisco, Cal. 
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Help Him Get Rid | 
| of This Nightmare! | 


Sooner or later he'll balk at paying out his 

















good money for truck “charity patients.” 
Truck doctoring is costly business for your 
truck customers! 























Anchor Trucks thrive on hard knocks and gruel- 
ling service. Made of steel throughout. Have 
no wood to splinter or break. Only a few 
parts—practically nothing to get out of order. 


Made in a wide variety of types and sizes. 
Ask your hardware jobber for complete informa- 
tion or write to us for Catalog 102. 


ANCHOR POST FENCE CoO. 

9 East 38th St., New York, N. Y. 

Branch Offices in Principal Cities 

2696-G 


NCHOR 


CA i Steel 
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Everybody’s Business 
(Continued from page 48) 


Detroit’s plans call for an outlay of $101,000,000. And 
we are not going after this problem a day too soon. 
Present sewage-treatment plants serve only 15.000,000 
persons, which leaves the wastes from hundreds of in- 
dustries and from 50,000,000 more people to run away 
freely and serve as a menace to the health of the nation. 
That we are paying dearly right now for the pollution 
of our waters is shown by last year’s figures tabulating 
8028 cases of typhoid and 11,000 cases of dysentery. 

On every side we are commencing to feel the restrict- 
ing influence of health measures on freedom of action. 
The job of supplying adequate sewage a few years hence 
will be such an enormous task that every gallon of water 
will be metered so as to reduce the per capita consump- 
tion. That this will save tens of millions of dollars is 
clearly evident from the fact that the individual in many 
cities now consumes 275 gallons of water per day—at 
least twice as much as is necessary. 

Then there are the problems of light and noise. Hav- 
ing had to come indoors to earn our daily wage has 
placed a serious strain upon human eyes. Seventy per 
cent of our people have defective vision. Just as water 
consumption will be cut in half, the total wattage avail- 
able per person for lighting will be doubled, convenience- 
outlets will be trebled and the filament lamp without a 
shade will be an oddity. Man is visual, and unlike many 
other animals, cannot depend on the sense of smell to 
yuide him through life, and unfortunately, the misused 
eye does not protest in such forceful fashion as does the 
injured tooth. 

Few investments in business bring such a high return 
as does an expenditure for good illumination. These 
facts stand out: We use our eyes 20 times as much for 
close reading as did our ancestors. Less than nine per 
cent of our plants have lighting arrangements that can 
be called excellent. Eye accidents in factories can be 
reduced 80 per cent by goggles in places where sight 
hazards exist. Free eye examinations for employees at 
regular intervals insure a large saving. Truly nothing 
is more foolish than to save light at the expense of eyes. 

And as for noise, it is but a natural outcome of our 
present machine age. Devices are now available to use 
in measuring not only the amount of noise at any one 
point,/but the intensity of the noise blanket that lies over 
an entire city. Busy corners in some of our large cities 
produce 50 units of noise which is enough to destroy half 
of our normal hearing. On top of a 30 or 40-story build- 
ing at this same corner, the noise intensity will measure 
only 10 or 15 units, and this means a loss of approxi- 
mately 10 or 15 per cent of hearing. Generally speak- 
ing, 100 units of noise is so deafening that it precludes 
a person hearing any other sounds. 

Noise not only affects health, but it causes a large loss 
to business through the distraction of attention. Rivet- 
ing machines, sirens on fire engines, bells on ambulances 
and police patrols are all a source of expense to corpora- 
tions. A noisy environment means the use of more 
energy in talking, while night noises cause a loss of sleep. 
Conversing on a railway train or in the subway requires 
an expenditure of more than 100 times as much energy 
as in a quiet room. 

It is for such reasons that present types of riveting 
machines and other noise producers will be banned com- 
pletely. Architects in designing buildings will no more 
think of neglecting to consider sound-absorbing meas- 
ures and devices than they will provisions for adequate 
supplies of heat and water. Street and subway cars will 
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have noiseless wheels and coupling connections, and in 
office and factory, every machine from typewriter to drill 
will operate in comparative silence. Interior surfaces 
will be covered with materials having sound-absorption 
qualities. In the silent workshop the covering material 
will have not only a high absorption coefficient, but will 
be so designed with indentations or folds that there will 
be more than a normal absorbing area. Such rooms will 
be “flat” or “dead,” while in auditoriums, churches and 
theaters, the aim will be to preserve rather than elimi- 
nate resonance. Noise will be attacked both from the 
point of origin and the point of absorption. As a result 
office routine will be accelerated, human energy con- 
served, costly mistakes reduced and the human body re- 
leased from its present use as a sound shock absorber. 
The tendency toward the greater restriction of the in- 
dividual will become more emphasized with each passing 
day. Business must conform to the demands of the new 
movement. Public health officers must be chosen be- 
cause of their high qualifications, and must be paid sala- 
ries large enough to attract men of experience and repu- 
tation. Furthermore, the officials carrying on this vital 
work must have their tenure of office determined by the 
character of their efforts and not by politics. And this 
comes as close as anything to being everybody’s business. 





Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, September, 1927. L. P. 
Biggs, secretary, Little Rock. 


HARDWARE ASSOCIATION OF THE CAROLINAS AND 
VIRGINIA RETAIL HARDWARE ASSOCIATION JOINT CoN- 
VENTION at Virginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur R. Craig, secre- 
tary-treasurer, 804-806 Commercial Bank Building, 
Charlotte, N. C. 


MississipPI RETAIL HARDWARE AND J[MPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, White 
House, Biloxi, June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


TEXAS HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION, Dallas, Jan. 17, 18. 19, 1928. Dan Scoates, 
secretary, College Station. 


Missourrt RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exutsition, Hotel Statler, St. Louis, Jan. 
23, 24, 25, 1928. KF. X. Becherer, secretary, 5106 North 


3roadway, St. Louis. 
NATIONAL RETAIL HARDWARE ASSOCIATION COoON- 


GRESS, Mackinac Island, Mich., June 27, 28, 29, 30, 1927. 
H. P. Sheets, secretary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


MicHicAN Retait HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTIon, Detroit Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler: Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 


NEw ENGLAND HARDWARE DEALERS ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secretary, 
80 Federal St., Boston 9, Mass. 


VIRGINIA RETAIL HARDWARE ASSOCIATION will hold 
a joint convention with the Carolinas Association at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. Headquarters, 
Hotel Cavalier, Thomas B. Flowell, secretary, 301 E. 
Grace Street, Richmond. 
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Cut WrapLock band to 
size desired, pass band 
around work and through 
buckle, then pass around 
a second time and again 
through buckle (if more 


strength is desired pass 
through once or twice 
more). 





pin of tool 


Slide split 
on d of 


edge of the tape, 
tool down 


away rom 
rounded portion of buckle. 






Keep turning tool until) 
band rolled up wn 
so tightly that it forces 
itself into the rounded 
portion of the buckle. 





To remove tool raise 
slightly and slip it out 
of rolled up band. 


Sizes and Prices 
Consumer’s Can 
Y% in.—30 feet to can 
$2.00 


Shop Service Can 
VY, peti a to can 





A New and 


Unusual Item 


Sells on 


Demonstration 


Make your own 
Clamps—for 
Any Purpose 

or Size. 


W hat 
Wraplock is 


Wraplock is a spe- 
cially prepared, 
rust proofed strip 
steel and a galvan- 
ized steel buckle 
that together make 
a locking band that 
neither strain nor 
vibration can 
loosen. 


What it does 


Wraplock will bind and 
hold securely any shaped 
iece, round, square, 
exagon, oval or irregu- 
lar and can be used to 
Hold two or more pieces 
of any shape securely 
together. 


A Time Saver 


In a minute you can 
make your own clamps 
for any purpose or size 
desired. 
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Se fferal Pros. 


83 





Lock 











Repairing broken 
Stepladder 
Repairing Lawn Mower 
handle 





Radio ground clamp 


Contents of Can 
Each can contains a 
generous quantity of 
metal buckles, cotter 
pins, steel keys and one 
special ratchet tool. 


If your jobber cannot supply you, write us 


MOSLER METAL PRODUCTS CORP. 


Mount Vernon 


Dept. A 


N. ¥. 

















malight Electric 
Elevator 


This new eddition to the 
Kimball Elevator line is the 
latest development in Light 
Electric Elevators. For every 
type of installation where a 
passenger or freight elevator 
is needed. 

Write for prices---You will 
befinterested in the many of 
its exclusive features. 


KIMBALL 
BROS. 
CO. 


1117-41 S. Ninth Street 
Council Bluffs, lowa 































Elevator Builders fer 45 Years 












































POULTRY 
NETTING 


Your trade wants 
Poultry Netting with 
perfectly straight 
selvage in every 
bale. Easily erected 
because it is made 
straight. Free from 
bags or bulges. 


Superior Brand 
meets these require- 
ments always. 


Costs no more for 
the best. 


é 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 
U. S. A. 
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Jobbers Problems Dominate Meeting 


(Continued from page 50) 


adopted and put in effect. The use of domestic steel 
should be promoted because of its superiority to foreign 
products. Advertising and sales promotion work should 
be carried on. A one-price policy should be adopted. A 
uniform system of cost accounting should be kept in 
effect. The relations between mills and jobbers should 
be improved. Engineers should be engaged that the as- 
sociation might become an authority on the combina- 
tion of non-combustible materials with steel in residence 
construction. Vital information and statistics should he 
compiled and made available to the members. An able 
man should be employed to execute the entire program. 

The small order problem was discussed at some length 
and a difference of opinion was expressed as to whether 
jobbers should charge an extra for small lots. E. P. 
Sanderson, E. P. Sanderson Co., Boston, declared that 
small orders cannot be handled without a loss and that 
the situation is getting worse. The only remedy, he be- 
lieved, is to have a higher price for small lots. He said 
this is a very vital problem, particularly ia the heavy 
hardware supply business, and unless a fair price is 
charged, something must be done to eliminate the small 
lot business. W. E. Hansen, Hansen & Yorke Co., Inc., 
New York, held that the small orders are a phase of the 
business that jobbers have to contend with and he saw 
no way out of it. He declared that a price differential 
for small lots would not work, as this would drive busi- 
ness to dealers who did not charge the extra. He pointed 
out that jobbers’ orders are largely made up of small 
lots and that many of the small lot orders often come 
from customers who often buy good sized lots. Some 
complaint was made about small lot parcel post business, 
which was pointed out to be a growing evil. E. J. 
McCarthy said that his company caters to smali custom- 
ers and that business of these customers amounting to 
$250 or less per month does not vary much in periods 
cf depression, while orders from large customers usually 
fall off sharply. 

The only remedy suggested for stopping mills from 
taking small lot orders was for the jobbers to convince 
the mills that they should not take these orders. 

The bolt and nut committee, through its chairman, 
W. E. Hansen, made a report on what is being accom- 
plished in, improving conditions in the bolt and nut 
husiness by establishing better relationships between the 
jobbers and manufacturers. The meeting attended by 
the jobbers east of Chicago was held by the bolt and 
rivet manufacturers in Pittsburgh, Jan. 31. At that 
meeting a jobbers’ committee was appointed to work 
with the manufacturers and devise plans that would be 
agreeable to all sections of the country. Recommenda- 
tions were made that protection be given to the dis- 
tributors. The manufacturers agreed on an extra for 
broken cases and kegs and also agreed that they would 
not take orders from distributors who do not carry 
stocks. The new plan, Mr. Hansen said, is working re- 
markably well in New York City, and he thought the 
jobbers in other sections should get together along the 
same line and demand cooperation from the manu factur- 
ers. The situation in respect to the marketing of twist 
drills, taps and dies was declared to be similar to the 
bolt and nut situation, and efforts to eliminate the mill 
competition on these products will probably be considered 
at the next meeting. 

A tabulated report on the cost of doing business was 
submitted by C. Stuart Tobin of the committee on that 
subject. This indicated a slight reduction in the total 
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cost of doing business the past year, being $26.62 per 
$100 in 1926 as compared with $27.49 in 1925. 

Charles E. Adams, president Cleveland Hardware 
Co., Cleveland, discussed general business conditions and 
predicted that various mergers would be brought about 
during the next few years as a result of present keenly 
competitive conditions. 


Eugene McK. Froment, Froment & Co., New York, | 


was elected president for the ensuing year, and H. A. 
Sadler, Sioux City Iron Co., Sioux City, Iowa, was 
elected first vice-president. They had been first and 
second vice-presidents, respectively. Two new members 
of the executive committee were elected for a three-year 
period. They are W. J. Holliday, Jr., W. J. Holliday 
& Co., Indianapolis, Ind., and R. H. Welton, Chase 
Parker & Co., Boston. 

Boston was selected as the place for the next conven- 
tion in May, 1928. As no other city entered into com- 
petition, the selection was made by the members instead 
of being referred to the executive committee for later 
decision. 


Not Much About Anything 


(Continued from page 43) 





come. Judging by the Decoration Day speech of Am- 
bassador Herrick, the Reds are not to be cordially re- 
ceived in the United States, either. 


* * * 


Now I must admit, when [ read the daily press, that I 
am astonished at the alleged activities of Moscow. If 


they are as active as they are reported to be, I think we | 


should send a delegation over there to find out just how 
itis done! Russia, compared with England or the United 
States, can not have very much spare cash. It is my ex- 
perience that very little can be done without money. 
Where do they get the money to keep up all the agitation 
for which they are receiving credit? If they are not 
spending much money, the quality of their propaganda 
certainly must be of the highest order. 
* * * 


I think that The Rockefeller Institute or The Harvard 
Bureau of Research should set aside an appropriation for 
the study of Russian propaganda! How much is there 
and what is it and why does it fall on such fertile ground ? 
Naturally, it seems to me that one reason why their 
propaganda has been so successful is that it appeals to the 
discontented and dissatisfied of the world, and I presume 
that this class of people in the world is really in the 
majority. Very few of us have ALL we want and, of 
course, the reason we haven’t is usually that it is the fault 
of some one else! 

4 * * 


But laying joking aside, I can not help but think of the 
powerful stimulus given to the world at the time of the 
French Revolution—Equality, Freedom and Fraternity— 
a great ideal. Then, the Revolution and struggles of the 
United States to become an asylum for the oppressed of 
the earth made a deep impress in those times on the minds 
and hearts of the world. All of the speeches and writings 
of our famous men of those days were about human 
freedom and equality of opportunity. These are the 
things that men thought about. 

* ok * 


Now, it strikes me that today we are all thinking a good 
deal less about freedom and human rights than we are 
about prosperity and creature comforts. I am quite sure 
that the United States today, in the minds of the world, 
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“RUBBER-NECK” No. 818 


THE new “RUBBER-NECK” feature of TWIN SEAM is a dandy. 
Note how the “RUBBER-NECK” between palm and gauntlet hugs the 


wrist and makes the gloves “stay put.” Remarkably fine for work 
No. 818 RUBBER-NECK. 

back. 

RUBBER-NECK at wrist. Your Jobber 


entailing constant wrist movement, and a big SELLING feature 
Leather palm. Heavy 
U.S. GLOVE CO., Manufacturers, Marion, Ind.” 





Genuine Side 
striped Flannel 


because it SERVES. 
Order from 
Duplex gauntlet cuffs. Elastic 





See That “RUBBER-NECK”? 





“The Blade With the Reputation” 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, 


New York 
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White Porcelain 
Leg Rests 


(Caster Cups) 





A STAPLE ARTICLE 


—_— = -———- 


YOU MAKE BIG PROFITS 


Sets of 4 Rests Retail at 50c 


TRIAL OFFER 


Packed in Boxes of 200 (50 Sets) $14.00. 
(F.O.B. Findlay, O.) 

















Shipped by Mail Everywhere. ORDER TODAY. Distributors write 


Technical Products Co., Pittsburgh, Pa. 


Manufacturers of Insa-Lute Cement (Liquid Porcelain ) 


MOE’S POULTRY SUPPLIES 


® 

















(@; 


“Moe’s Line” is a distinctive and complete line of Poultry 
Equipment. Moderate in price, and popular with poultry raisers. 
Quality the best. Write for Catalog and prices. 


OEFT & COMPAN 


2305 Davis St. North Chicago, IIl. 
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FREEZER 
Self-Freezing 


So reliably and effectively self-freezing 
that it is almost self selling. Try one 
order, and see how well this great 
wooden-tub freezer sells and builds 
customer satisfaction. 


BUY FROM YOUR JOBBER 


N EW _f = & oo 


BROADWAY, 


1i'4aQ 








GREEN’S 


7 ff Improved 
¥%, 1 STOCK BOXES 
iY For the convenient han- 
dling of shelf hardware. 


A strong, attractive box 
at low cost. 
Made in an assortment 
of sizes to fit every hard- 
ware need. 





Write for NEW Illustrated Price List 
THE GREEN CO., 250 W. 57th St., N. Y. 
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does not stand as a symbol of freedom. We stand before 
the world more as a symbol of material prosperity. All 
this leads up to the question, in considering the propa- 
ganda from Moscow—right or wrong—of whether it is 
not making an impression on the world just because it 1s 
the only propaganda now being put out in the world by 
any nation that directly preaches a system for the uplift- 
ing and betterment of the lives of the downtrodden and 


oppressed, 
*K * *K 


Then, here in the melting pot of New York, we have 
just celebrated Decoration Day. What could be more 
elevating to the mind and uplifting to the heart than to go 
forth in procession to decorate the graves of our heroes 
and our beloved dead? But the following day, when we 
read our morning paper with our bacon and eggs, we note 
that two Italian citizens were assassinated in cold blood 
in New York City just because they wore black shirts. 

In the Borough of Queens in this same city, after the 
Ku Klux Klan had been permitted to form in line in the 
parade, wearing their sheets and caps but exposing their 
faces, the police, entirely contrary to any legal right, by 
force and with much clubbing of heads, attempted to 
drive them out of the parade. The K. K. K. gave a very 
good account of themselves in this scrap. They cleaned 
up the police and proceeded to parade! 


Uv * 
1K Bas +k 


But how sad it is for any intelligent man to read such 
accounts! If we are to have brotherhood, can we have it 
on a more fitting occasion than when we do honor to the 
dead? Poor human nature! How many weary years has 
civilization still to travel! The fighting and murder in 
our Decoration Day parades remind one of the battles of 
the various Christian sects around the Holy Sepulchre. 
Even the Turks in those days had to crack a few Christian 
heads in order to subdue the religious frenzy of these 
intolerant religious zealots ! 


K * *K 


When our Italian neighbors celebrate Decoration Day 
on American soil with assassination, we can understand 
how it is necessary and best for Italy to be ruled by a 
dictator like Mussolini. Our old friend, Charles L. 
Reierson, has just returned from Europe. He tells me 
that Italy is the most prosperous country in Europe to- 
day and that full credit for this prosperity is given to the 
Dictator’who has checked the quarreling of the various 
parties with an iron hand and who, at the same time, has 
put all of them to work. Unemployment in Italy today is 
almost unknown. 





Iowa Association Praises 
“Everybody’s Business” Series 


R. SALE, secretary-treasurer of the Iowa Retail 
e Hardware Association writes regarding the series 
of articles by Floyd W. Parsons, recently introduced to 
readers of Hardware Age: 
DEAR MR. SOULE: 

We are a little more than deeply interested in your new 
feature editor, Mr. Floyd W. Parsons, who writes on 
‘‘Everybody’s Business,” especially in the article appear- 
ing in the May 12 issue. 

[f this article had appeared in the Scientific American, 
we still should have been very deeply interested as the 
two page article concerns a very wonderful field of study 
and investigation. We certainly would like to know 
something you have the opportunity to give us, as to this 
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man’s business and activities. He certainly presents a 
very readable matter of some of the very vital conditions 
that surround us in our every day life and yet strange as 
it may seem to the average man on the street, subjects 
upon which they never think about or observe. 

I have been reading very closely and carefully wherever 
I find opportunity, on some of the same subjects that Mr. 
Parsons deals with in his article and feel myself quite 
well up on some of the topics that he handles with such 
great facility. 

I think you are to be highly commended for introduc- 
ing a page in the HARDWARE AGE that will give some of 
our people a chance to sit up and take notice of some of 
the features that enter into every day life that should be 
the concern of every intelligent person, but which I fear 
are far outside of their ordinary lines of thought. 

When Mr. Parsons introduced to the Association Trade 
magazine reader the subject of electric roofs, electric 
winds, cosmic rays, island universes, electric bullets, elec- 
trons and protons, variations in solar radiations, he 1s 
certainly giving an ambitious reader a wonderful oppor- 
tunity to familiarize himself with things that he knows 
nothing at all about but which are important elements in 
his every day life and living. 

Take the one subject of “Island Universes.” It is one 
of the most fascinating subjects that is possible to pro- 
pose for study and consideration and I want to again 
thank you for this wonderful innovation in the pages of 
HARDWARE AGE and hope that the good work may be 
kept up by Mr. Parsons. 

Iowa Retail Hardware Association, 
A. B. SALE, 
Secretary-treasurer. 





Retail Store News Notes 


Tecumseh Supply Co., Tecumseh, Mich., has succeeded to the 
hardware business of the Tecumseh Co-Operative Association of 
that city. 

The J. N. Nixon Furniture Co., Peebles, Ohio, has succeeded 
J. N. Nixon, deceased. 

P. E. Phillips Hardware Co. has recently moved from 1340 West 
Kirby Avenue to 5109 Trumbull Avenue, Detroit, Mich. 

J. B. Downey of Woodburn, Ky., has bought the Woodburn 
Hardware Co. of that place. 

Graves Hardware Co. of Oak Harbor, Ohio, is now the name of 
the firm formerly known as Graves & Meyer. 

Stith & Vastine, Butler, Ky., is successor to the retail hardware 
business of Charles B. Stith, which has been conducted since 1918. 

A. W. Lensing & Sons is now the firm name of the former 
Aug. W. Lensing hardware business in Oak Park, 

Hough Hardware Co. of Mount Morris, Ill., has recently suc- 
ceeded the former firm of Hough & Davison of that place. 

Anguish & Wolfenbarger Co. of Dallas City, Ill., have purchased 
the retail hardware business of Logan Bros. of that city. 

Erwin-Stokes Hardware Co. has succeeded the Erwin-Craig 
Hardware Co. of Batesville, Ark. 

Rockview Hardware Store of 1420 Twentieth Street, Rockford, 
Ill., has recently opened as a retail hardware establishment. 

Kass Hardware Co., operating two stores on Market Street, 
Philadelphia, Pa., announces the opening of a third store at 5303 
Market Street. 

O. A. Nelson & Co. of 3325 Adeline Street, Berkeley, Cal., has 
recently succeeded the Warren Hardware Co. 

Winterstein’s Hardware Co. has recently been established at 
2240 State Street, Saginaw, Mich., for the conducting of a retail 
hardware business. 

Sam’s Hardware Co., formerly located at 2116 South Street, 
Philadelphia, Pa., has moved to 2120 South Street, in that city. 

Hoffman & Partington of Breese, Ill, has recently succeeded 
the retail hardware firm of Hoffman & Helwig. 

Culley Hardware of 36 West Broad Street, Westerly, R. L., 
opened its doors about two months ago for the conducting of a 
retail hardware business. 

T. G. Crane of Garden City, Minn., has succeeded the business 
of George W. John of that place. 

Hurd & Owen, West Farmington, Ohio, has succeeded the retail 
hardware business formerly conducted by Wilcox & Hurd. 

R. W. Scates of Crofton, Ky., has bought out the hardware firm 
of Myers & Scates and will continue at that location. 

O. W. Nique has succeeded the retail hardware firm of Ehlers 
& Nique of Decker, Mich. 
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OPPORTUNITY 


To Share in Profit of 
Leading Manufacturers 


Winchester-Simmons Co. 


Common Stocks 
Preferred Stocks 


Remington Arms Co., Inc., 
of Delaware 


(Controlling Remington Cash Register Co.) 


7% First Preferred 
89, Second Preferred 
Common Stock 


Attractive Prices 
Information on request 


Charles E. Doyle & Company 


Investment Securities 


49 Wall Street New York 
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GRAND RAPIDS 


ALL-STEEL 


SASH PULLEYS 
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This Space-Saving, 
Everlasting Steel Shelving 
Is a Better Investment 


than Wood 


HEN all the advantages of GF All- 

steel Shelving can be had for so little | 
—there simply isn’t any reason for building | 
wood shelving. | 
Your investment in GF Shelving is not | 
subject to the rapid depreciation that | 
makes wood shelving poor business. In one | 
or a thousand installations or re-installations, | 
the same value is there. The same rugged | 
strength —the same clean-cut appearance. | 
The baked-on olive enamel never chips or | 
cracks—the structure never sags or totters. 


The space-saving steel construction in- 
creases storage capacity 10 to 20 per cent. 


Check the coupon below for the services 
of an experienced layout engineer to assist 
you in your storage problems. Send for 
the book “Saving with Shelving.” 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio; Canadian Plant: Toronto 
Branches and dealers in all principal cities 


The GF Allsteel Line: Sates + Filing Cabinets - Sectional 
Cases + Desks + Tables _+ Shelving + Transfer 
Cases + Storage Cabinets - Document Files - Supplies 


Inventories are easier with 

















SHELVING 


Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING CO., Youngstown, Ohio HLA. 


C) Please have an experienced layout engineer call. 
() Please send book “Saving with Shelving.” 
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An Extruded Met- 
al Padlock that de- 
fies theft. Pin 
tumbler mechan- 
ism protected from 
dust, and a steel 
shackle, case-hard- 
ened. A_ superior 
lock for your 
spare tire, garage, 
etc., where the ut- 
most in security is 
desired. 








No. 2880 A. T. G. 


A Padlock Assortment for 
Automobiles, Motorcycles, 
Bicycles, etc., attractively 
mounted on a steel display 
panel. Assortment consists 
of 1 1/6 doz. padlocks of va- 
rious sizes. Panel measures 
20% x 9% inches, finished in 
circassian walnut, and can 
be suspended by the chain 
from the top or swung by 
hinges on the side. Each 
lock is numbered with a 
brass tag mounted on the 
panel. 











W. C. 1 Display Card 


This attractive display card, lithographed in 
seven colors, showing a few of our most popular 
padlocks, will be sent to any dealer upon re- 
quest. 


Padlocks, Automobile Locks, Cabinet Locks, 
Trunk, Suitcase* Locks and Trimmings, Miscel- 
laneous Hardware, Keys and Key Blanks, 
Apartment House Letter Boxes and Home 
Saving Banks. 


CORBIN CABINET LOCK CO. 


THe AMERICAN HARDWARE CORPORATION :: Successor 
NEW BRITAIN, CONN., U. S. A. 
NEW YORK CHICAGO PHILADELPHIA 
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A Ladder for Every Purpose | 
Every Home needs a step ladder _\ 
very Farm needs along ladder | 
We pay the Freight , 
W.W. BABCOCK CO. 
Bath New York. 
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Do You Know How to Judge GLASS? 


Send for this Handbook and learn how to 
distinguish one quality from another so that 
you can specify grades with a complete un- 
derstanding of the product and with assur- 
ance that the building owner will receive a 
full measure of value. 


This interesting textbook alse tells how glass 
was discovered, how it was made throughout 
the ages and finally developed by the various 
processes in operation today. A copy should 
be in your file for ready reference together 
with our new “Complete Window Glass 
Specifications” now ready. 








American Winvow Grass Co., 
Specification Bureau, 
Pittsburgh, Pa. 


Kindly send me your 112-page book 
[} “Window Glass in the Making” and your 


AMERICAN WINDOW GLASS CO. 1 “Complete Window Glass Specifications.” 
BFS euelace: EC - : 


s Largest Producer of Window Glass RECT pte N J 
Se eT GENERAL OFPICES: PITTSBURGH PA. .BRANCHES IN PRINCIPAL one RD 
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—a product of ALLITH artists who, with twenty-five years’ 
experience, know that design must command attention and 


create sales. 

~a product of ALLITH chemists 
who know that inside quality 
must match outside appearance. 
—a product of ALLITH tradi- 
tions that make it necessary to 
build complete, from pig iron to 
package—cast, anneal, assemble 
and pack—in one organization. 
ALLITH “Ten-Eighty” is easy 
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llith-Prout 


*TEN-EIGHTY ” Garage Door Hardware 


to install on either new or old doors; brackets and hangers 
have positive locking vertical and lateral adjustments. 

The hanger apron and frame are made of ‘Certified Malle- 
able’’ and the brackets supporting the track are built to carry 
extra heavy doors. 

Roller bearing wheels, ball bearing swivels and vertical side 
rollers reduce friction and wear to a minimum and insure 
long life. 

The A-P Catalog describes a full line of door hangers and 
equipment. Send for it now and let it help you solve your 


ALLITH- 

PROUTY 

Company 
Danville, 


Illinois 


Garage Door Hardware 

Rolling Ladders 

Spring Hinges 

Deor Hangers 

Fire Door Hardware 

Overhead Carriers 
Manufacturers of the 


Finest Line of Garage 
Door Hardware. 
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be glad vou recommended it. 
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‘Perfect 


40 UAH 


The Customer with a Hobby 


He usually has one little plot, carefully cultivated, growing 
every sort of a vegetable that’s sold by the package. 


Perhaps a set of tools—good tools—a few garden imple- 
ments and a deep-seated faith in his hobby—/ius home. 


He isn’t so hard to please—just a little economizing, doing 
his own repairs during the week-end, and depending on his 
home-town dealer for supplies—and advice. 


If you pass his home some time this summer look over his 
rescreening job. “‘Perfect” was a good selection. You will 


Your Jobber stocks “Perfect.” 
UMVTVUUL UNTO EEL AL UULTEAULTLUS AHURA ALARA tee 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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THE FIELD » GARDEN 
HUDSON ..... 1a: 


LINE 
IS A COMPLETE LINE 


SEEDERS 


Single and Double Wheel 
CULTIVATORS 


PLOWS 
HOES 








ATTACHM ENTS 





26 
STYLES. 


CATALOG ON REQUEST 


HUDSON MANUFACTURING CO. 


General Offices: MINNEAPOLIS, MINN. 











Branches: Oshkosh, Wis. Omaha, Neb. New York City Chicago, Il. 
ada So de So ba Na dada babe ba Se ba Saba ada Saba Noda b SRNR SUSU SSS SS SSS SSS SRR RRR RES KRAAWAN 
, GENUINE 
Y, 

, 
Y, 
Y; 
, 
% The sound business man always looks into a concern’s past record 
% before making an investment. 
%# Merchants who have handled “PHILADELPHIA” = awn 
4 Mowers from 10 to 
, Improved Style tear? 40 _years know that 
y All Steel their record is good. | 
cian They consider them 
F, ractically 
Seteiennaiiiiie an investment that 
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pays fair returns, 
because no customer 
ever went wrong in 
the purchase of a 
Genuine "PHILADELPHIA ’’ 







Motor Mowers 


30” Walking Type 
30” Riding Type, 
40” Riding Type, 
Combination Roller 
and Lawn Mower. 


The “PHILADELPHIA” i; known the world over for its won- 
derful cutting ability—all knives are made of vanadium Crucible 
Steel, an exclusive feature. The new All Steel Models have 
attained great popularity. 


Sell the best and hold your trade. 


18 Hand—4 Horse—3 Motor 
Send for No. 25 Catalog and Discounts now. 


Y 
@® Ov Over half a century doing one thing well ® 


The Philadelphia Lawn Mower Co. 3lst and Chestnut Sts., Philadelphia, Pa. 


“The Original People in the Lawn Mower Business Since 1869” 
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The STENCILOR Simplifies Sign Making 


You don’t have to be an Artist to make all kinds of attention- 


compelling Store Signs with a STENCILOR. 


Thousands of Hardware Merchants use and endorse our outfit 
as the best of its kind. “Seeing is believing.” 





Write for Illustrated Folder and Samples of Cards made with 
this device. 





DISPLAY MATERIAL COMPANY 
774 Grand Ave., ST. PAUL, MINNESOTA 


Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 
- New York, N. Y. 
For Making Signs and Show Cards Canadian Agents: DISPLAY CARD COMPANY LTD., Brockville, Ont. 




















Does the word PROGRESS— 


—— mean more 
" business— 
more profits— 













Ideal Gifts for June 


For weddings, engagements, birthdays, etc., 
Anchor Brand Stain Proof Carvers make ideal 
gifts that are always salable. 


Anchor Brand 


to you? 






The new improved Okeh Tape spells progress Stain Proof Carvers 
with its welded leatherite covered steel case, 
friction brake controlled drum and famous end never rust or stain. As there is no plating to 
fastener of proven value. wear off, they always look new and attractive. 


This article has a buying appeal a tape user Many styles. Your Jobber will supply you. 


can seldom resist, and opens a new field for sales Send for Catalog. 


where a tape was formerly a nuisance. 
LAMSON & 
GOODNOW MFG. CO. 


KEUFFEL & ESSER CO. , Shelburne Falls, Mass., U. S. A. 


Send for prices and particulars of sales plan. 


WEW YORK, 127 Fulton Strect General Office and Factories, HOBOKEN, N. 5 New York Office—71-73 Murray Se. 
CHICAGO ST. Lovis SAN FRANCISCO MONTREAL 
| €88-20 &. Dearborn St. 617 Lecust St. 30-34 Second St. 6 Metre Dame St. UG. Boston, 7 Water St. Chicago, 1732 Republic Bldg. 
Drawing Materials, Mathematica! and Surveying Instruments, Measuring Tapes St. Louis, Victoria Bldg. San Francisco, Wells Fargo Bidg. 



























For Guns, Fishing Reels, 
HOPPE 5 


9 PRODUCTS 
Wheel Goods, Golf Clubs [Hittin 


« and Home Machines 


/, osyralys 
y Sell the Standards 


HEN in 1906 Uncle Sam adopted the present smokeless preventing RUST. Always in demand wherever offered for sale. 









cartridge (.30/'06) for the then new Springfield army rifle, Recommended for many years by the U. S. War Department. 
Hoppe’s Nitro Powder Solvent No. 9 was—as it still is—the The choice of leading firearms authorities. Advertised in all 
dependable preventive of after-corrosion. national sportsmen’s periodicals. Hoppe’s Lubricating Oil and 


For more than 23 years Hoppe’s No. 9 has best served the Hoppe’s Gun Grease have similar profit merits for you. Combina- 
shooters of America for cleaning the bores of all firearms and’ tion Packs to increase your sales. Sold by Jobbers everywhere. 


FRANK A. HOPPE, 2314-H N. Bighth St., Philadelphia, Pa. 














Imece., 
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The 








ULTIMATE Wringer 


LOVELL MFG. CO. Erie, Pa. 


Largest Manufacturers of Clothes Wringers in 





ANCHOR BRAND 
Best on Earth 


Warranted for Five Years 





the World 

















FORSTNER 
Labor Saving 


AUGER BIT 
















Bores Any Arc 


of a Circle weeny 


New Uses 


The Forstne: Auger Bit, un- 
like other bits, is guided by its 

circular rim instead of its center 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true Pm ay surface. Takes 
the place of a ouge, scroll-saw, or 

the tool combined. or core boxes, fine 
and delicate patterns, veneers, screen work, 
9 scalloping, fancy scroll twist columns, newels, 
[/ tibbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 








LANDRETH'’S 


Garden and Flower Seeds 


Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 

aph cartons of | Ib. 4 lb. and %4 lb. and in 
Fiat Papers. We would also like to quote you on 
Mixed wn Grass. Please give us the oppor- 
tunity. 


1927 CROP 


Before buying for delivery after 1926 crop, send us a 
t of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


Seed 
House in America, thie be- 
ing our 142nd year in the 
eed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair prices 
we would not have existed 
so long. 


Business Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa. 








= Look for the tag, carrying our name, at the end of every roll! 


Established 1818—America’s Oldest Woven Wire Factory 


sam. The Gilbert & Bennett Mfg. Co. 


New York City 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Georgetown, Conn. Chicago Kansas City 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes wil] stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket- ep TZ * in 
the bottom. The entire length of the A 

' t or depth of nw hes 
for the wrench. All sizes in stock from to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. Hixnt#onb Sonn: 








utilized either for solid metal at the 





























June 9, 1927 











MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 

a large number of styles 

suitable for all inds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 



















Russell Jennings 
Auger Bits 


Patented by 
Mr. Russell Jennings 
in 1855 









No. 101-E 


Electricians 
Auger Bit 

Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 





American Steel & Wire 
Company 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, "TACKS, Hot Galv’d Nails. 
ZINC "INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 
IDEAL U TYPE STEEL POSTS. 
CONCRETE REINFORCEMENT. 
ng Mad — Brands. 
; New York, Boston, 
WERE. fer every purppes. Cleveland, Worcester, Phila: 


delphia, Pittsburgh, Buffalo, 
Detroit, Cincinnati,  Balti- 
more, Wilkes-Barre, St. Louis, 
Kansas City, Minneapolis, St. 
Paul, Oklahoma City, Bir- 
mingham. Atlanta, Memphis, 
Dallas, Denver, Salt Lake City 
U. §8. Steel Products Co., 
San Francisco, Los Angeles, 
Portland, Seattle 


Quick Delivery. Write us for selling plans. 


SALES OFFICES: 

















PREMAX TENT EQUIPMENT 
IS STRONG 


G TAKES and tubular tent uprights and ridge poles 
made of high grade steel are demanded by the 
modern camper. 


Strong to stand the hard usage of the motor camper 
who pitches and strikes his tent every day. 


Light weight and designed to be conveniently packed 
and transported. Parkerized Rustproof of course. 
Samples and prices on request. 


PREMAX PRODUCTS 


Niagara Metal Stamping Corporation 
Dept. HA-7 
Niagara Falls, New York 











money in toys? 


Certainly. And not only at 
Christmas either. 

Read the stories of success in 
Hardware Age. You'll also 
find the manufacturers ready 
to help you succeed. Read 
their advertisements. 


Hardware Age 




















Sterling Hack Saw Blades 


Try them, Mr. Dealer. We'll send Samples. 
Write for Catalog and Prices. Sold by Jo 


Diamond Saw & Stamping Works, Buffalo, N. Y. 





J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 

















Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds - 
the tack in position for driv- > 
ing. Awarded the Silver Medal om 






(the highest offered) at the Panama-Pacific Exposition. 
Good profit. 
Name end design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 











94 Portland St., Boston, Mass. 





DROP FORGED 
WRENCHES 


Designed and proportioned to give stif- 
ness and tensile strength. Made accurately 
oe and = in machining and Gnish. Send fer 


ARMSTRONG BROS. TOOL CO. 
814 N. Francisce Ave., Chicage, Ill., U. S. A. 
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Bir tien Ete of « law SHARK BRAND CHISELS 


BEAR THIS TRADE MARK 











The New 
SHERMAN DIAMOND es Mark 
HOSE NOZZLE Manufactured by 
A perfect attachment made of B.A pees mone ater —m Ltd. 


heavy wrought brass for cov- 
ering more ground in less 
time. It throws more water 
farther—thus shortening the 
important hours of lawn and 
garden sprinkling. A larger 
nozzle with a larger stream and 
a volume spray. Water-tight 










SHARK BRAND 
CHISELS are 
sturdy and well 
made and crafts- 








shut-off. 
men and lovers 
%" Size B ut t Bev- ol good te . Is 
Only eled Edge. appreciate 


Regular Bev- 
eled Edge. 
Socket Chisels. 


their quality 


Because of their rep- 
utation as dependable 
tools, they sell with little 
effort, which means sure 
profits to you. 


Order a dozen Diamond Nozzles Order from your jobber today, or write. 

in ~~ carton featuring “Per- We carry a full line of Swedish Made Tools 
fect Spray” from your Jobber. and Hardware. 

Individually wrapped in tarnish- 

proof paper. 





SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 


H. B. SHERMAN MFG. CO. 107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 
BATTLE CREEK, MICH. . 











Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS TRIC os ry ‘ 
CONTENTS : Kk is 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 
Retail Hardware Stores in United States, Canada and 





Foreign C tries; also G 1 St , Lumber Yards, etc., . 

en When you buy Tacks or Small Nails 
Chain Hardware Stores in United States and Canada. by weight you should know that there 
5c, 10c and 25c Syndicate Stores carrying hardware in the ° : 

United States and Canada. is often a difference of from 10 to 30 
ny eg? tg 0 carrying hardware and housefurnish- per cent in the count per pound in 

ings in the Unite tates. 

Manufacturers’ Agents in United States, Canada and favor of Atlas products. 

a Properly designed tacks are more 
Automobile Accessories Jobbers. p k h e .« ] 
Mill, Steam, Mine and Machinery Supplies Dealers. expensive to make than miniature rall- 
Export Merchants handling hardware and kindred lines. road spikes. Do not let yourself be 
Sporting Goods Wholesalers. cheated or assist in cheating your cus- 
Mail Order Houses handling hardware and housefurnish- 

ings. “ tomers. 

Woodenware and Willow-ware Wholesalers. When you buy by count see that 


Paint, Oil and Varnish Jobbers. 7 : 
Radio and Electrical Goods Jobbers. you get the weight. There is often a 


Plumbers and Tinners Supplies Jobbers. corresponding difference. 


Membership Lists of Hardware Associations. 4 
Make the comparison. 
Hardware Age Verified List of Wholesalers and Retailers is indis- 


pensable in economic direct-by-mail promotion work and also ua 

helpful guide for salesmen’s calls. Every sales manager should Every product of the Atlas ei 
ave one on his desk, and every salesman could profitably carry ° ° . 

a copy in his grip. Since the previous issue was published there Corporation has been scientifica y 
have been more than 10,000 additions and corrections, and these designed for its purpose and stand- 


all appear in the current edition. 


Hardware Wholesalers find Verified List of great value in 
“‘checking’’ their retail prospect records. 


$12.00 postpaid 


ardized. 


; ; ATLAS TACK CORPORATION 
Hardware Age Verified List Department Fairhaven, Mass., and St. Louis, Mo. 
239 W. 39th St. New York, N. Y. 
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Classified Opportunities 


g Use the “Classified ities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 























) Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section ree Te ee 50% off rates quoted 
and to 
Set Solid, Minimum of 8 lines.....$3.00 | Each additional inch...... ose 2 Se pv a ie. 
Each additional lime........... .60 tunities, 239 West 30th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
) Each additional line.......... - £0 4 insertions, 10% off; 8 insertions, 15% Hargpwares Ace is published each Thursday 
Average 10 words to a line off Forms close Ten Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication . 








Samples of merchandise, literature, entaiogn, etc., seating antes than ordinary reforwarding postage should not 
e addressed to x numbers. e nil 


HELP WANTED 


= = SALESMEN—Good opportunity to connect with a live wire Jobber in 
Builders’ Hardware and Tools. Several routes open at present. Only ex- 


. i ith followi | ly. tate full rticulars, al 
Wanted by National Sales } | Krrstory: previously covered. Address Box 1-873, care of Haxpwaxn’ Act, 
; ork. 
Organization 


New 
For the Retail Hardware Trade: 


One or more meritorious items for sale in this 
channel for which ready demand now exists. Can 
assist patentee or manufacturer financially, if nec- 
essary. Give full details in first letter, please. 
Address Box H-556, care of HARDWARE AGE, 
New York. 


b. ” 
) M. M. GODSCHALK | 


Merchandising Engineering 
Complete Service for Hardware Merchants 
Systems Installed Samples Mounted 


101 Park Ave., Room 1403, New York | EXPERIENCED MAN, 12 years’ experience wholesale, 10 years retail, 
Telephone Caledonia 1374 desires job with a future as buyer or sales manager with large concern. 








inated 


BUSINESS OPPORTUNITIES 














SALESMAN, experienced; one who thoroughly understands the Door 
Hanger line. Must live around New York City. State age, experience 
and salary expected. Do not apply unless you know Door Hangers. Ad- 
dress Box H-569, care of Harpware Ace, New York. 


POSITIONS WANTED 








EXPERIENCED hardware salesman, 35, desires position with manufac- 
turer or jobber to represent them in Oklahoma or Kansas. Might consider 
distributor’s contract. References will satisfy as to ability and honesty. 
Kindly send full particulars in first response. Address P. O. Box 628, 
Enid, Oklahoma. 














POSITION WANTED—Young man, 26 years of age, with seven years’ 
retail experience, desires to make connection with builders’ hardware manu- 
facturer. Address Box H-575, care of HArpware AcE, New York. 











POSITION WANTED—Builders’ hardware man, 25 years of age, with 
six years’ retail experience, desires connection with progressive hardware 
concern. Can estimate from plans and close any kind of hardware contracts. 
State all particulars in first letter. Address Box H-574, care of HARDWARE 

GE, New York. 











— Practical experience in buying and managing business. Thoroughly familiar 
with shelf and heavy hardware, cutlery, guns, tools; married. 5 hee ws of 
Address Box H-576, 








handling man’s size job. Prefer West or Southwest. 





LAMSON Cash Carrier Cable System available for two floors, 220 feet 
of track, 7 clerks’ stations and 3 receiving stations at cashier’s desk. In 
use three years. Can be seen at BARKER, ROSE & CLINTON CO., 


Elmira, N. Y. 





PARTNER WANTED—Hardware store established 48 years in metro- 
litan district. Owner desires working partner with $5,000. Address 
ox H-555, care of HArpWARE AGE, New York. 


HELP WANTED 











1 We are a well known lock and hardware manufacturing 
concern doing about one million annually, with an assured 
standi in the market. We expect to do two million and 
more. e require the services of someone capable of sales 
management and having the necessary hardware knowledge 
to wisely expand our lines. Investment in the company 
not refused but not essential. Communications strictly 
confidential as to both sides. Box H-550, care of Hardware 
Age, New York. 











ye 





WANTED—A man with hardware and bookkeeping experience to handle 
credits and collections in chain stores, lower Rio Geante Valley, Texas. 
Twenty-eight to thirty-five years of age. If capable can secure interest. 
Send yee Address RIO GRANDE HARDWARE AND MaA.- 
CHINERY CO., Mercedes, Texas. 





SALESMEN or sales organization for all territories to introduce a new 
ten cent item to hardware, radio and auto accessory stores. Live organiza- 
tion who can carry own stock will be given exclusive rights. To salesmen 
liberal commission assures good income. Addres Box H-563, care of Harp- 
ware Acz, New York. 





YOUNG MAN capable of taking charge of New York City hardware 
store. Christian. ust be willing to live near store. State age, salary 
and experience. Address Box H-572, care of Harpware Acre, New York. 


care of HArpware Acg, New York. 





YOUNG MAN now located with a hardware jobber, wishes to connect 
with a manufacturer. Have had eight years’ experience on the road and 
am thoroughly acquainted with the hardware trade in Maryland, Delaware 
and Vigginia. A No. 1 references furnished. Adrdess Box H-577, care of 
Harpware Ace, New York. 





SALES ACCOUNTS WANTED 


ESTABLISHED MANUFACTURERS’ AGENTS having warehouse 
facilities and experienced salesmen, wish to enlarge their line by taking 
on one or two hardware or mill supply specialties to sell in Ohio, Indiana 
Illinois, Michigan, also Buffalo, Pittsburgh, Louisville, St. uis and 
Milwaukee. Address D. & G., 41 Central Ave., Cincinnati, Ohio. 








VICE PRESIDENT and Sales Manager of a large Pacific Coast hard- 
ware jobbing concern will establish himself as a factory representative; 38 
years of age, 20 years’ selling experience, 11 years with present connection. 
Fully acquainted with Western trade. Will only consider lines of reputable 
manufacturers. Address Box H-571, care of Harpware Ace, New York. 








SALES REPRESENTATIVES WANTED 








Tn — 
| WANTED—SALESMEN 


regularly calling on Hardware, Machinery, Paint, Elec- 
trical Goods, Radio Parts, Auto Accessories, Plumbers, 
etc. supply houses, to sell best line tool boxes on mar- 
ket. Manufacturer would consider national sales organi- 
zation. Box H-570, care of Hardware Age, New York. 


=~ — 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 








Wanted salesmen calling on retail trade all states except 
Northwest. Sell on commission basis. New principle Pump 
Oilers. Superiority over all old style air pressure oilers. 
Sold three years in Canada and rapidly pre-empting entire 
market. Thoronghly proven and guaranteed. Over seven 
hundred dealers sold in Northwest past three months. State 
lines carried, territory covered, and references. Address 


PLEWS OILER COMPANY 


) 405 Boston Block Minneapolis, Minn. 





SALES REPRESENTATIVES WANTED 


SALESMEN calling on sporting goods dealers and _ jobbers, drug, de- 
partment, hardware, novelty, variety stores. Self-inflating Life Belt— 
pocket size (patented) ; new, high class, exclusive aquatic and marine ad- 
junct. Sells itself on its unequ illed approved merits. Liberal commission. 
State territory. SELF-ACTING LIFE BELT CORPORATION, 55 East 
8th St.. New York City. 

















WANTED—SALESMEN calling on Hardware, Sporting Goods, oa 
0 


ment and Drug Stores. “Morning Glory Shower.” 4th year sold 


competition. e of the best specialties on the market. Large com- 
day. Give territory and 
116. Plane Street, Boonton, 


missions. Make several dollars extra each 
~— HUGH PITCHER COMPANY, 


WANTED—Specialty Salesmen—Salesmen calling on Hardware, De 
ment, Toy and Sporting Goods Stores to sell new line of Archery ets. 
Experience, brains and capital behind it. Protected territory. Liberal 
commission. Give lines handled, territory now covered, references, full 
details. INDIAN ARCHERY & TOY C RPORATION, Evansville, Ind. 





WANTED—EXPERIENCED HARDWARE SALESMEN in the 
South, Middle West and Northwest territories by well-known manufactur- 
ers of deadlocks, latches, padlocks and growing builders line. Address 
Box H-539, care of HARDWARE Act, New York. 











SALESMEN wanted in all sections calling on hardware Cuaiens Poe 
xcellent 
hegere for live wires working on attractive commission basis. Address 


Glass Cutters and patented Wire Stripping and Cutting Pliers 


x H-568, care of HArpwarre AGE, New York. 





WANTED—Experienced hardware salesman to cover Pacific Coast terri- 
tory in the sale o > —. padlocks, etc. For well known manufac- 
turing concern in the Please give particulars of experience and 
= sg PP roy and dealers. Box H-567, care of Harpware 

GE ew 








to handle. 


SIDE LINES FOR SALESMEN | 
Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? Give detailse—insert your ad in the “Classified ) 
Opportunities Section” of this paper and you'll be reasonably sure to find a 


reliable salesman to represent you. 











Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 








Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 














J Make the best Hammer’ 


D. hesevctanenie 1843 





The popularity of Maydole Senses. among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 


THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 








IF IT’S THE BEST TOOL YOU CAN SELL |} 
FOR WORKING STONE 
IT’S OURS. 


TROW & HOLDEN CO., 
Catalog 


Barre, Vermont 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 











Plain or enameled 


STRATTON ™*.in™ | 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton; Maine 


= 








HACK “TL NOX” saws 
sromre SD - cern 


“The Toots in Lhe Graid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS = SCREW ORIVERS - GLASS CUTTERS 











SAMSON CORDAGE WORKS | 


MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 


AND COTTON TWINES ETC. 5007 Aap cALOG 
BOSTON MA SS. 
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Allen Mfg. Co. 

Allith-Prouty Co. 

American Chain Co. 
American Gas Machine 
American National Co 
American Saw & Mfg. Co 
American Screw Co. 
American Steel & Wire Co... 
American Window Glass Co............. 89 
Anchor Post Fence Co 
Anti-Borax Compound Co. 
Armstrong Bros. Tool 
Armstrong Mfg. Co. 

Atkins & Co., 

Atlas Tack Corp. 


Babcock Co., The W. W 
Banks Steel Post Co 
Beh & Co., Inc. 
Bethlehem Steel Co. 


Brown & Sharpe Mfg. 
Burke Golf Co. 


Caldwell Mfg. Co. 

Chain Products Co. 
Clayton & Lambert Mfg. Co 
Clemson Brothers, Inc. 
Coes Wrench Co. 

Corbin Cabinet Lock Co 
Corbin Screw Corp. 
Crosman Arms Co. 


Cyclone Fence Co. 


Diamond Saw & Stamping 
Display Materials Co. 
Disston & Sons, Inc., Henry 
Donley Mfg. 

Dover Mfg. Co. 

Doyle Co., Charles E 


Eagle Lock Co. 


Gendron Wheel Co. 

General Fireproofing Co. ..............++. 88 
Gilbert & Bennett Mfg. Co 

Gold Medal Camp Furniture Co 





Goodell-Pratt Co. 

Grand Rapids Hardware Co 
Granite State Mowing Machine Co 
Grebe & Co., Inc., A. H 

Green Co., Inc., The 
Greenfield Tap & Die Corp 
Griffin Mfg. Co. 


Hanover Wire Cloth Co 

Hart Co., John M 

Heller & Co., 

EY Sa Is Env bd webs icees<ecren 22 


Hoppe, Inc., Frank A 
Hudson Mfg. Co. 
Hunt, Helm, Ferris 


Jackes-Evans Mfg. Co 
Jennings Mfg. Co., Russell 
Johnson Arms & Cycle Works, Iver 


Kawneer Co. 

Keil & Son, Inc., 
Kelly Axe & Tool Co 
Keuffel & Esser Co 
Kimball Bros. Co. 


Lamson & Goodnow Mfg. 
Landreth Seed Co., D 
Lovell Mfg. Co. 

Ludlow Saylor Wire Co 


McKinney Mfg. Co. 

Mansfield Tire & Rubber Co 
Maydole Hammer Co., David 
Meisselbach Mfg. Co., Inc., A. F 
Metalcraft Corp. 

Milbradt Mfg. Co. 

Mosler Metal Products Corp 
Murphy’s Sons Co., Robert 
Myers & Brother Co., F. E 


N 


Niagara Metal Stamping Corp 





oO 


Oliver Iron & Steel Company 
Osborne & Company, C. 8 


P 


Peck, Stow & Wilcox Co 
Philadelphia Lawn Mower Co 
Progressive Mfg. Co 


Remington Arms Co., 

Richards-Wilcox Mfg. Co 

eee, COG Ge vic Scccacccocsvcets 
Rock Island Stove Co 

Rose Mfg. Co., Frank 

Russell, Burdsall & Ward Bolt & Nut Co. 


Samson Cordage Works 
Schrader’s Sons Co., 
Sexton Can Co. 

Sherman Mfg. Co., 

Snell Mfg. Co. 

Stanley Works 

Stratton & Terstegge Co 
Stratton Mfg. Co. 


* 


Technical Products Co 
Thomson Mfg. Co., Judson L 
Timken Roller Bearing Co 
Trow & Holden Co 


Turner, Day & Woolworth Handle Co.... 23 


U 


United Hardware & Tool Corp 
U. 8S. Glove Co 


Verified’ List 
Vichek Tool 


Western Importing Co 
Wheeling Steel Corp. 

Wickwire Bros. 

Williams & Company, J. H 
Winternitz & Co., Samuel L 
Wright Steel & Wire Co., G. F 
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ime now j@Check up your 
~ chain specialties 






oe nat Implement Chain There’s a handy list at the left to help you. Run 
ee ee Pump Chain down the list after a look at your stock and you'll 
Tie Out Chains . A 
Cow Tiles Garage Hardware probably find that you’re short of some items 
Penh Oates Dog Chains and you know you can sell. 
Chains Leads , , 
P You don’t want to miss these sales — every one 
pare Tire Auto Pull-Out : ; 
Lock Chains Units of them carries a good profit. And there isn’t a 
Furnace Chain Auto Tow Chains chain specialty that can’t be easily stocked. 


Fixing basement windows, repairing sash sus- 
pension, replacing porch swing chains — just 
these few odd jobs around the house require 
several different kinds of chain. And farmers 
need even wider choice — mechanics need still 
others. 













There’s always a profit in chain — you might 
as well be sure that you’ll miss none of these 
sales. Take a check on your chain stock today — 
then order Hodell Chains from your jobber. 


TNS CHAN) 2ROVUSTIS SY 
3934 Cooper Ave. Cleveland, Ohio 
Established 1886 


(0) 0 
Chain Specialties 
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REMINGTON: OUTDOOR 
KNIVES WITH SHEATHS 


Remington Sheath Knives are es- 
pecially designed to meet the 
requirements of fishermen, camp- 
ers, guides, hikers, auto- tourists, 
scouts, hunters, trappers and 
motor campers. 


No. RH 35 (illustrated on 
right) is 9°4 inches long over- 
all with a 5!4 inch blade. 


No. RH 33 is 9 inches 


overall with 4!% inch blade. J cf, / 
No. RH 34 is 9°¢ inches / “4 fe } 
overall nails 5 inch i >. Se #4. WE ARE PROUD 
blade. is - | 
fan / #7 OF THIS KNIFE 


No. RH134 same as 
RH 34 with stain- 
jess stect blade. a. | In its 111 years of manufacturing, Remington 
No.RE 36is10°4 } ny ay ~ | | has produced nothing finer in materials and 


inches overa — a > : 
5 ee ay hes l 27 a aS eae workmanship than Remington Sheath Knives, 
with 614 inch — “ee "| 


TH pocket knives for outdoor use, and Boy Scout 


Knives. 


Watch the expression on a sportsman’s face 


when he examines one in your store. 


You’ll know then why Remington Knives are sure 


to boost your sales. 


Now’s the time to prepare for the vacation trade. 


REMINGTON ARMS COMPANY, Inc. 


25 Broadway Established 1816 New York City 


© 1927 Kk. A. Co. 
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